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# PARCEL POST 
] TWINE 


TD 


FAST SELLING ITEMS! 


Parcel Post Twine is one of our leading items. Our 12 ply, 
27 |b. test is an original feature as is our bleached white 
Art. 537-B which is a MIKE exclusive. 


Natural, 90 ft. cored ball, 
27 |b. test 


Art. 537—12 ply, 
270 ft. cored ball, 27 Ib. 
test. 


Art. 537-B—10 ply * er ART. 537 
Bleached, 270 ft. cored ¥ Sednte on ea ek diiiie tain 


ball, 24 lb. test Bh prepaid. Orders of less than $30.00 

" . . f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Calif., Marietta, Minnesota, Dalias, Texas, 
or Waynetown, Ind. Orders of $30.00 to 
$75.00 freight allowed to $1.00 per cwt. 

ART. 537-B Freight prepaid does not include extra 

charges incurred outside carrier's 
regular zone of delivery. 


ESTABLISHED 1873 eve an : S ompany LAWNDALE, N. C. 


14346 Bessemer St., Van Nuys, Cal. * Marietta, Minn. * 3104 Gaston Ave., Dalias 26, Texas * Waynetown, tnd. 





THE ONLY 
SIX-POSITION 
TONGUE-and-GROOVE 
PLIER 


The only Tongue- 





and-Groove plier that 


has an opening over \ 
2 inches. Parallel jaws 


open to 214 inches. , | 
Built for rugged, Di A MM ¢ »N f ¥ - 





heavy duty use. A : 
Needed by electricians fo | NS . 3 c ' 
for heavy conduit N | “ee : 
installations. ey \ “There ts Nothing Finer than a DIAMOND 
Available with smooth 

jaws for use on 











! 
chrome plated fixtures. 3 poe 
(Stock Number Hi 112-S) Ss r 


Diamalloy Groove Joint 
Pliers are made in 

four sizes, 4-, 6-, 

10-, and 12-inch. Soft 
plastic handles 

are available on 
special order. 
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one Trademark is Supreme 
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More and more dealers are calling it... 


THE LABEL ON STEEL THAT SELLS! 


Small wonder! Week after week, month after 
month, the quality story behind this label is told 
in magazines, newspapers and television. 





Trash Can T-3230 


“ye . Garbage Can T-1028 
Today it’s one of the best-known trademarks in 


America! Before your customers enter your 
store, they’re pre-sold on United States Steel 
because they know this famous label on galva- 
nized ware means: 


, , ; ; Sprinkler #214 
(9) hot-dipped galvanized after fabrication 


or constructed from USS Lock Forming 
Galvanized Sheets 
@§ deeper corrugation for extra strength 
¢) tight seams overlapped in key places 
@3 double seam raised bottoms 
(@8) riveted handle brackets 


Send for our catalog of the complete line of USS 
galvanized ware. Order United States Steel gal- 
vanized ware from your hardware jobber. 
Check your stock of USS Golden Grain Garden 
Tools...order against the increasing demand 
for these profit-makers! 
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Water Pail #8 








USS is a registered trademark 


United States Steel Products 
_ beeen United States Steel 


5100 SANTA FE AVE., LOS ANGELES, CALIF. + 1849 OAK ST., ALAMEDA, CALIF. 
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THE PERFECT BALANCE 
e Dependable Bolts 


e Sturdy Packages 
Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That’s the quality you'll find in 

National’s most complete line of bolts. 
The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read... helps speed up 


selling and makes stock handling a cinch. Smudges or 
finger stains won’t show on the glossy surface of these 
sturdy boxes either, so they always look good on 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 
are available. 


NATIONAL SCREW & MFG. CO. OF CAL. 
3423 So. Garfield Ave., Los Angeles 22, Cal. 


Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio 


& 
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CARRIAGE BOLTS ¢ MACHINE BOLTS « LAG BOLTS 
CAP SCREWS e WOOD SCREWS »* PIPE PLUGS 
MACHINE SCREWS ¢ NUTS ¢ TAPPING SCREWS 

STOVE BOLTS e COTTER PINS 
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SIDE LINES 


THE LAST THING MOVED 
to O’Dwyer’s hardware at St. 
Maries, Idaho, recently was boss- 
man O’Dwyer. His store was 
scheduled to move into the loca- 
tion held by Safeway. Safeway 
in turn was going to move into 
O’Dwyer’s old premises. Some- 
one had to move to a third loca- 
tion temporarily, while both 
places were remodeled. It was 
O’Dwyer’s hardware that took 
the temporary location. Two 
moves in such a short time were 
too much for the boss, so six of 
his employees pulled him down 
the street to the new store on a 
wagon. 


ANOTHER USE FOR ROOF- 
ING has been tested at a rose 
garden open to the public in 
Portland. The walks in the well- 
known Lambert Gardens are 
made of 90-pound mineral-sur- 
faced asphalt roll roofing and 
have been in use for years. May- 
be this is an idea for home own- 
ers. Go ahead and sell it. 


PRICES ARE FALLING in 
Montgomery Ward’s’ 1958-59 
Fall and Winter catalog. The 
drop over last year’s prices aver- 
age two and one-half per cent. 
On electrical appliances there 
are reductions of 10 to 18 per 
cent and 5 to 10 per cent reduc- 
tion on power tools and chain 
saws. The metropolitan catalog 
customers now outnumber those 
in rural areas by a ratio of three 
to two. Maybe people are getting 
tired of driving to parking 
places. 
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The Merchants Got a Hypo 


A few days ago a small city near San Francisco brought 
big crowds to its downtown business section by cooperative 
promotion. 


Up to that time the area looked as though it was suffering 
a slow death. When merchants were asked why there wasn’t 
more traffic, especially on Saturdays, they would say “The 
shopping centers are killing us.”’ 


Some one in the local Chamber of Commerce didn’t believe 
it. A plan was presented and the merchants, every one of 
them, joined into the big event, ‘Sidewalk Days.” All the 
stores facing the main street, and several on side streets, 
had one or more booths gaily decorated out on the sidewalk 
in front of the store. A vacant lot was used for a small car- 
nival with rides for the youngsters. It was indeed a grand 
festive occasion and people for miles around came and thor- 
oughly enjoyed it. 


They not only came to look; they bought merchandise. 
Each store offered exceptional bargains. But many of them 
also displayed high ticket items on the sidewalk. One hard- 
ware store had a lot of gadgets on sale at bargain prices. 
Right next to this booth was a display of power tools that 
brought many inquiries and prospects. 

The traffic didn’t stay on the sidewalk but moved inside 
of all participating stores. The promotion was a success. It 
sold merchandise. 

The group of merchants finally woke up and did some- 
thing about traffic. Perhaps most of the ills of merchants 
ean be blamed on inertia. When one or more merchants make 
up their minds to go out after business, they usually get it. 
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rope customers are sold 
on TUBBS self-serv cartons 


Fast moving, easy handling Tubbs Rope practically sells itself 
when displayed in attractive self-serv cartons. Premeasured and connected 100 
foot coils speed up sales and boost profits. You'll increase your rope volume too 
because you sell coils, not odd lengths. Available in Manila, Sisal or Cotton Rope 


in four popular sizes: Y4", %6", ¥” and V2” 


TUBBS READY-MEASURED BOXED COILS... 


are factory measured and marked every 5 feet — ideal for 
small or odd-length orders. You save selling time because you 
simply count and cut. The convenient carton makes an 
attractive display for counter or floor — keeps rope clean and 
eliminates troublesome snarls. Available in Manila or Sisal 

A sizes: 4", 46", 3/3” and V2” 


TUBBS STANDARD COILS... 

are available in 1200-ft. full coils and 600 ft. half coils in 

a complete range of sizes for quantity orders. Grades of rope 
include Extra Superior Manila, Rancho Manila and Victory Sisal 
Tubbs also makes a number of special purpose ropes with 


special treatments and lays to meet specific requirements 


For every rope need, ask your jobber for TUBBS — a trusted name since 1856 


TUBBS company 
COMPANY 
For free copy of useful, pocket-size booklet, ‘Selection, Use and Care of Rope," and litera- 


ture on Tubbs packaged rope, write Dept. H-8. 
For Details Circle 6 on INQUIRY CARD 
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to the Editor 


Liked the Words About Service 
Dear Sir: 

Thank you for the HARDWARE 
Worp’s 50-Year Club membership 
card. 

We appreciated the thoughts about 
service which it contains and it was 
nice to be acknowledged for having 
been in business for more than 50 
years. 

I will show this award to Mr. O. H. 
Polson, our former president who re- 
tired in 1956 after 45 years of service 
with the company. 

Very truly yours, 
Polson Implement Co. 
Seattle, Washington 
Robert L. Kummer 


Wants Seasonal Ad Mats 
Dear Sir: 

I hope before I pass out of the 
hardware business that SOME ONE 
will really realize that an ad mat of 
GROUPED SEASONAL ITEMS can 
help all branches of the hardware 
trade. Most hardware stores need to 
get more business in order to stay in 
the picture. 

For instance with summer coming 
a group of items such as window 
screens, fly screen, fly sprayers, ant 
jars, electric fans, screen door hard- 
ware, etc., another mat could be viz. 

Ice cream freezers, lemonade 
glasses, paper goods, barbecue items, 
electric lighters, trays, briquettes, 
ete. 

Mats could be 2 col. x 5 or 6 in. 
with a catchy heading. Items could be 
drawn on either side, leaving the cen 
ter for the dealer to list items and 
include other items. You know what 
the CHINESE SAY: One Picture 
Worth 1000 words. 

Pass this item on to your BRAIN 
TRUST. I would be happy to discuss 
my idea with anyone. 

Kindest regards, 
Jim Pearson, Sr. 
Pearson Hardware Company 
Oakland, California 


Jim Pearson’s ideas about adver- 
tising mats sounds very practical. 
However, before manufacturers or 
any service type organization can 
give further consideration to such 
mat services it would be necessary to 
find out what other dealers’ think 
about advertising. What are your 
mat needs? Do you agree with Pear- 
son or do you have other ideas about 
this subject? This space is for you 
to express your thoughts. Let us 
hear from you now.—Editor. 
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Oxco’s EXCLUSIVE //ff{f0 (LIAN LINE 


BRINGS YOU SPEEDY SALES AND PROFITS! 


PELDV-A LEAN 


HOUSEHOLD 
MOP 


Profitable, high-quality household 
mop that builds volume and keeps 
your cleaning supplies department 
up to date. DuPont 
sponge yarn mops quickly, dries 
quickly, won’t lint or tangle. In 


cellulose 


ONLY 


$2.49 


retail 


cludes strong metal head clamp, 
handle with 


Mop 


colorful film wrapper. 


NEW! 


red wood hanging 


ring. head packaged in 


No. 77O ; 


PEEDY ( LEA 
DISHWASHER 


No. 660 


fotsoy (1tAn 


ONLY 
590 retail 


oe 9 
~ fettor- (lca 


PAN BRUSH 


/ 
You get fast turnover, fast profits, when 
i housewives get a look at this fast new 
retal way to wash dishes. Light, sturdy brush 
with extra-long handle keeps her hands 
out of hot, harsh dishwater... 


Scrubs and scours—a 
makes all 
brush 


with real impulse fea- 


useful kitchen 


the tough jobs easier. Filling 
of springy, hygienic SARAN 


Face filling is 
bristles . 


tures! ietianiat , 
white tampico fibre for - Pee eer 
top fill- 


ing of crimped brass 


. in yellow or pink has con- 
scrubbing... . 


venient hanging hole. 


SEE YOUR JOBBER 


wire handles toughest 
Attractive 
plastic handle in eye- 


scouring. 


catching pink or yellow. 
Individually carded 
for mass or jumble 


display, or hang-up. 


for Details! 


DISPLAY PACK 
Six dishwashers (3 pink, 
3 yellow) in protective 
stand-up display. 


CARDED 
One dishwasher, carded 
for individual hang-up 
display. (One Dozen to 
shipping container.) 


Both items ideal tor peg-board 
display on +12 and +25 
merchandisers! 


OX FIBRE BRUSH COMPANY, INC. 
recoenicn SnlebGahed /S8$ mantiane 





WASHING 


——By N. R. REGEIMBAL 


for WESTERNERS 





Chilton News Bureau, Washington, D. C. 


Freight Tax Repeal Will Bring Lower Prices 
On Variety of Goods to Western Businessmen 


Western businessmen will get the biggest benefit from the recent 
repeal of the excise tax on freight transportation. 


While “slightly-higher-in-the- 
West” tags won’t disappear, a 
downward trend in delivered 
prices should begin to show up 
soon, economists say. 

Repeal of the 3 percent tax on 
freight will not only lower prices 
of finished products directly, 
but will also end the “pyramid- 
ing’ of the tax by manufactur- 
ers and suppliers who have had 
to add the tax to their costs and 
figure their markups accord- 
ingly. 

In total, the economy will be 
free of some $500 million in 
taxes each year which the gov- 
ernment collected from _ the 
transportation tax. Because of 
the longer distances involved, 
the West has contributed a heavy 
share to this total. 

Westerners in Congress were 
among the leading proponents of 
repeal. Almost all Western sen- 
ators and congressmen in recent 
months have campaigned for 
repeal, including Sens. Warren 
Magnuson, D., Wash., Richard 
Neuberger, D., Ore., Wayne 
Morse, D., Ore., and William 
Knowland, R., Calif. 


FAIR TRADE rescue, through 
new federal legislation, is going 
to have to overcome the strong 
opposition of the Justice Depart- 
ment and the Federal Trade 
Commission ... Congress is gen- 
erally receptive to proposals for 


a new federal fair trade law 
as a replacement for collapsing 
state laws, but action this year 
is doubtful . . . Meanwhile, in 
the first court decision favorable 
to fair trade in some time, a 
U. S. District Court has upheld 
the right of a manufacturer to 
refuse to sell to discounters in 
states which do not have fair 
trade laws. 


FARM INCOME increase is 
developing, as predicted : 
U. S. Agricultural Department 
reports that prices farmers re- 
ceived during the first five 
months of the year ran 8 per- 
cent ahead of the same period 
last year; net income, including 
higher government payments to 
farmers, should rise even more 
... Sales by dealers to farmers 
should continue strong through 
the summer and early fall at 
least, the farm experts say. 


PARCEL POST size and 
weight limitations may eventual- 
ly be smoothed out . . . Congres- 
sional interest in uniform limits 
is stirring ... The Senate Post 
Office Committee recently held 
hearings on proposals to set a 
standard weight limit for parcel 
post of 40 pounds and 84 inches 
in girth and length combined... 
Present law limits parcels from 
one first class post office to an- 
other to 20 pounds and 72 in- 
ches for long distances. 


HOME BUILDING is begin- 
ning to drift upward toward a 
good recovery, and should bring 
with it an upturn in sales of 
appliances, tools, house furnish- 
ings, and lawn and garden goods, 
economists say . New home 
construction activity showed al- 
most steady rises through the 
spring and early summer months 
... Building experts predict an 
even sharper upturn later this 
summer and in the fall months. 


RECREATION spending is 
expected to climb this summer 
and early fall in spite of the 
recession experienced by many 
parts of the country this year 

. . Experts expect a jump of 
10 per cent in travel this year 
over 1957... President Eisen- 
hower is creating a new 15-man 
commission to study outdoor re- 
creation resources ... The Com- 
mission is to report by Septem- 
ber 1, 1961, and will probably 
recommend a new program of 
recreation area development to 
replace the current “Mission 66” 
program, only a few years old 
now but already out of date. 


WESTERNERS in the news 
include Sen. Wallace F. Bennett, 
R., Utah, who is pressing for 
a detailed Defense Department 
study of the danger to Western- 
ers of military missile testing 
in the West .. . Harold Fabian, 
Utah State Park and Recreation 
Commission, and Dr. Edward B. 
Danson, Jr., Assistant Director 
of the Museum of Northern Ari- 
zona, new members of the U. S. 
Interior Department advisory 
board on National Parks. 
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NICHOLSON'S 
HANDY FILE 
WORKS WooD 
WORKS METAL 
WORKS PLASTICS 


How’s this fopMersatility 2 The 
Nicholson ff Black Diamond 
Handy fife can be used on 
woodWorking Projects... to 

Urpen axes, SPades and 
other tools... to shave down 
Plastic Panels for Partitions 
and built-ins. 


The Handy file is really two 
files in one: One side is double. 
Cut for fast stock removal. The 
other side jis single-cut for fine 
Smoothing ang sharpening, 
The handy hang-up hole lets 
YOU store this file easily jn 
Of course, we mention you. tee : your shop or too} shed. 


‘ r ad iia ; 
It’s really you ell It’s at your hardware deal- 
helping you sell. > 


r’s now, Better pick one up 
soon, 


Two-files-in-one feature 
makes the Handy file 
a fast seller. 


FREE BOOx: "File Filosophy”’ — big 
new edition, dozens of illustrations. ee 
h i 


Hand-fitted orange nay 
has convenient hang-up 1 Weaiy te 000 core 
another reason to buy. : a : oF your copy 


This is an important part me > a 4 COMPANY 
“= 


—and another strong OEE 
he secu These are the 
vyin 


in files (In Canada Nicholson File Company ot Canada Lta - Port Hope. Ontario) 
most-wanted brands in é 


NICHOLSON FILES 


A FILE For EVERY PURPOSE 


THE PRICE IS RIGHT! 
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Merchandise Now In The News 








BENDING METAL into almost any 
shape is easy with this Mighty Mid- 
get Portable Bender. Powerful enough 
to bend a strip of cold-rolled steel 


4” thick into nearly any shape with 

precision. Turning the key produces 

pressure.—Shaf Manufacturing Corp. 
For Details Circle 125 on INQUIRY CARD 


CLOISONNE in fireplace furnishings 
is designed to adapt to any decor. 
Deep maroon, pale blue, or soft sand 
color with floral designs is used in 
the andirons. Andiron tops and legs 
are solid brass. Seis include poker, 
brush, shovel, tongs and stand.—Wil- 
shire Manufacturing Co. 
For Details Circle 126 on INQUIRY CARD 
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“PUSH-BUTTON” root feeder for 
home gardeners features push-button 
valve which gives easy control over 
rate of flow of water or liquid fertil- 
izer. Valve insures quick and positive 
cut-off. Fertilizers can be applied up 
to 30” deep.—Tennessee Fabricating 
Co. 
For Details Circle 127 on INQUIRY CARD 


PORTABLE ELECTRIC heater fea- 
tures decorator colors, styling 
changes, instant heat, infra-red glow- 
ing elements and Therm-O-Scope di- 
rectional heating. Heater offers choice 
of 1650 and 1320 watt elements in 
the same unit. Maximum output is 
5600 Btu’s.—Titan Sales Corp. 
For Details Circle 128 on INQUIRY CARD 








SIMPLIFY PIPE CLEANING and 
rerouting for antibiotic processing 
with Marman V-Band Couplings that 
align and seal itself automatically. 
Connecting and disconnecting piping 
is simple, one-man operation requir- 
ing only a few seconds.—Aeroquip 
Corporation 
For Details Circle 129 on INQUIRY CARD 


DRAGON-SKIN is a permanent sand- 
paper made entirely from steel. It 
cuts at least five times faster than 
ordinary sandpapers, lasts practically 
indefinitely, does not clog even on 
soft wood and leaves a medium 
grade sandpaper finish.—Red Devil 
Tools 

For Details Circle 130 on INQUIRY CARD 
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For additional information on 
any item shown on these 








pages, please circle number 








on the Reader Service Card, 
facing Page 48 in this issue 


FIESTA DECORATED gourmet 
cookware is also used for serving 
and since it is a ceramic material it 
is very easy to clean. Hand decorated 
designs are fired in at extremely high 
temperatures and are impervious to 
acids, alkalis, and scouring.—United 
States Stamping Co. 
For Details Circle 131 on INQUIRY CARD 


GREEN THUMB SWIV’L SWEED 
rakes like any other lawn rake when 
handle is set straight, and sweeps 
better than any broom rake when 
handle is adjusted to right or left be- 
cause this keeps teeth parallel to 
ground sweeping leaves away from 
user’s feet.—The Union Fork & Hoe 
Co. 
For Details Circle 132 on INQUIRY CARD 
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THREE PIECE SQUARE CAKE 
PAN SET makes seven different cake 
shapes. Set includes three pans, 8” x 
2 F758 2 = FF eee =x 9 
x 2” all of seamless construction for 
easy cleaning. Pans are made of 
heavy gage tinplate. Recipes for cake 
are printed on back.—Masonware Co. 
For Details Circle 133 on INQUIRY CARD 


DUAL MARKINGS make this an 
ideal engineers pocket tape. It is 
marked in tenths, hundreds, eighths 
and twelfths of a foot on the same 
side providing instant conversion at 
a glance. The 10-foot tape has jet 
black markings and graduations on a 
snow white background.—Evans Rule 
Co. 
For Details Circle 134 on INQUIRY CARD 


PAINT PEELING off gutters and 
downspouts can be eliminated by 
using Rust-Oleum Galvinoleum coat- 
ings. In red, green, gray or metallic. 
—Rust-Oleum Corporation 

For Details Circle 135 on INQUIRY CARD 


BUILDERS 
ADHESIVE 
, Cd 


BUILDER’S ADHESIVE saves time 
in setting sleepers, grounds and trim 
to masonry. Recommended for bond- 
ing wood, ceramic tile and ornamen- 
tal material to concrete, brick, stone 
or plaster.—Wilheld Products Co. 
For Details Circle 136 on INQUIRY CARD 


ANY FAN can be made automatic 
with this portable fan timer which 
automatically shuts off fan for any 
pre-selected time up to 24 hours. Re 
tails for $9.95. — Paragon Electric 
Company 

For Details Circle 137 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 





EYE-SAVING WHITE bulb in the 
shape of tomorrow has a_ special 
electrostatic silica coating on the in- 
terior surface. Merchandising aid will 
accompany Eye-Saving line.—West- 
inghouse Lamp Division 

For Details Circle 138 on INQUIRY CARD 


ELIMINATE WORKING HAZARDS 
and high costs of ordinary hammers 
with this tough Tenite butyrate plas- 
tic tip hammer. Threaded, replaceable 
tips are screwed directly to the head. 
—H. G. Jacobs Mfg. Co., Ine. 

For Details Circle 139 on INQUIRY CARD 


CLIK -STOP adjustable wrench is 
designed to get in hard-to-get-at 
places and at the same time holding 
firm at any adjustment. Comes in 
sizes from four to 12 inches.—P & C 
Tool Company 

For Details Circle 140 on INQUIRY CARD 
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CINDERELLA CASSEROLE ss fea- 
tures two candle warmers. Has 2!'>- 
quart capacity. Brass plated cradle 
also features integral flame shield on 
which casserole rests. Retails for 
$5.95.—Corning Glass Works 

For Details Circle 141 on INQUIRY CARD 


ALUMINUM SQUARE FRY PAN 
has temperature control chart on 
handle. Fries, stews, bakes and pan- 
broils. High dome cover gives extra 
depth to the two-inch deep pan.— 
Wear-Ever Aluminum, Inc. 

For Details Circle 142 on INQUIRY CARD 


WET-DRY VACUUM CLEANER is 
designed for commercial - industrial 
use. Picks up dirt, dust and liquids of 
all kinds and cleans everything from 
floor to ceiling.—Clarke Sanding Ma- 
chine Company. 

For Details Circle 143 on INQUIRY CARD 


LIGHTWEIGHT CAULKING GUN 
has completely rustproof aluminum 
barrel in place of steel reducing 
weight to the point of displacing the 
weight of full load of caulking com- 
pound.—Calbar Paint & Varnish Co. 
For Details Circle 144 on INQUIRY CARD 


ANNIVERSARY CARPET SWEEP- 
ER has Viso-top plastic window, mov- 
ing combs, stand-up handle, automatic 
brush adjustment for thick and thin 
carpets. Retails for $9.95.—E. R. 
Wagner Manufacturing Co. 

For Details Circle 145 on INQUIRY CARD 


“QUICK-SET” propane stove, heater 
and lantern operates by connecting 
hose and a 5-, 10- or 20-pound pro- 
pane storage tank. Long operating 
periods on single fuel load are pos- 
sible-—The Turner Brass Works 

For Details Circle 146 on INQUIRY CARD 
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PETERS 


means 


SALES 


Heavy 1958 advertising behind 
PETERS “High Velocity” 
ammunition will pay off in 
extra sales for you! Get 

your share—stock, display, 


and push the entire line. 


PACKS THE\ POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc, 
For Details Circle 10 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 





FULL-COLOR MURAL features 24 
giant-size reproductions of famous 
American scenes. Available in three 
Sizes: 38,” x 59,” 45” x 65”, and 
51%” x 75”. Cloth-like finish.—Glen- 
view Products Inc. 

For Details Circle 147 on INQUIRY CARD 


STRAINER PAN features lock-on 
cover and a plastic-clad handle which 
is cool and unbreakable. Three-quart 
pan is specially priced at $2.29 from 
July through September.—Mirro Alu- 
minum Company 

For Details Circle 148 on INQUIRY CARD 


“JET-AGE” ESCUTCHEON called 
Flite has fluid lines which sweep up- 
ward in manner that suggests jet- 
speed and unbroken flight. Designed 
for both right and left-handed doors. 
—Challenger Lock Company 

For Details Circle 149 on INQUIRY CARD 
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“SQUARE GANG” SPRINKLER has 
head which is numbered for position 
so that full set of three or four will 
spray perfect rectangular strip up to 
65 feet long. No moving parts.— 
Clark Metals Company 

For Details Circle 150 on INQUIRY CARD 


“THREE-IN-ONE” unbreakable pros- 
pector’s pick is of one-piece construc- 
tion, fitted with cushion grip and has 
perfect balance when chipping at all 
types of rocks.—Estwing Mfg. Co. 
For Details Circle 151 on INQUIRY CARD 


SELF REWINDING steel tape rule 
rewinds itself with simple squeeze or 
press control. Tape has foot numbers 
in red every inch and stud marks 
every 16 inches.—Keuffel & Esser Co. 


For Details Circle 152 on INQUIRY CARD 


FOLDING TABLE and bench set is 
ideal for youngsters’ playrooms, 
backyard picnics and nursery schools. 
Top is 24” x 30” supported on %” 
tubular steel “U” legs. Table is 20” 
high.—South Bend Toy 

For Details Circle 153 on INQUIRY CARD 


ROCKET LAUNCHER duplicates 
firing procedure—even to the realistic 
count-down mechanism. Set includes 
tower, control panel, tower control 
and firing button, rocket and_plat- 
form.—The Lionel Corporation 

For Details Circle 154 on INQUIRY CARD 


PINTLE GATE HINGE may be used 
on a single-acting overlapping gate or 
on double-acting gate. Designed for 
use with Grape stake fence gates. 
Keeps gate in alignment.—McKinney 
Manufacturing Company 

For Details Circle 155 on INQUIRY CARD 
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BUILD 
MORE 
PROFIT 





AMERICA’S NEWEST WINDOW MATERIAL 


R-V-Tex 500X is America’s newest low-cost window material 

. a runaway best seller! Tougher than any polyethylene-base 
clear material because it’s reinforced with non-sag, non-stretch 
Fiberglas! Lasts longer because it resists snags and tears. And 
low priced to reach all your trading area. 150’ rolls, 36” and 
72” widths, 4 mil thickness. Insist upon the original R-V-Tex . . . 
through your R-V-Lite* representative, exclusively. 


CEL-0-GLASS...MORE USES THAN EVER 


Architects and decorators use Cel-O-Glass as never before, both 
indoors and out. Recommend and sell it for garden screens and 
windbreaks, fence heightener, panel doors and gates, in ad- 
dition to regular window and lighting purposes. More plastic 
per square yard, longer life assures customer satisfaction. 
Genuine, original Cel-O-Glass* available only through your 
R-V-Lite representative. 


* /R-V-Lite’, “R-V-Tex” and ‘'Cel-O-Glass” are trade marks of 








PALS 


HISTORY-MAKING 
eR-V-TEX 

e CEL-O-GLASS 
¢R-V-LITE POLY 


NUM-BLACK R-V-TEX 


Heat-reflecting aluminum on one side, black on the other, and 
really tough! R-V-Tex 600X is unlike any other polyethylene 
protective material. Reinforced with non-stretch, non-sag Fiber- 
glas. Sun resistance makes it ideal for any outdoor use. Profit 
through sales for tractor, automobile or machinery cover, silo 
and crib cover, stack cover, ditch and pond liner. 100’ rolls, 72” 
width, 8 mil thickness, or may be pre-cut to standard sizes with 
grommets at 2-ft. intervals. Demand the original genuine R-V- 
Tex.* Available only through your R-V-Lite representative. 


a 


R-V-LITE WIDE POLY SHEETING 


You can supply all your trading area’s polyethylene needs, 
from domestic to heavy industrial demands. Your R-V-Lite rep- 
resentative can help you maintain stock for all purposes, in 
any width (in either clear or black) from 36” to 40 feet, any 
weight, light, regular or extra-heavy. Take advantage of the 
fast-growing polyethylene market with R-V-Lite poly. 


R-V-LITE DIVISION 
3500 No. Kimball Ave., Chicago 18, Ill. 


Arvey Corporation, Chicago. Copyright 1958 by Arvey Corporation. 


For Details Circle 8 on INQUIRY CARD 
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GRABLER 


Dependable Distribution from these Warehouses: 
New York © Philadelphia © New Orleans 
Atlanta ¢ Pittsburgh ® Cincinnati ©¢ Dallas 
Chicago © St. Lovis © Detroit © Denver 
Minneapolis ©¢ San Francisco © Los Angeles 


The GRABLER 





Unions have quick alignment — most important to you 


GRABLER SQUARE “GEE” 


PIPE FITTINGS 


ORDER FROM YOUR WHOLESALER 


Manufacturing Co. * 6565 Broadway ¢ Cleveland 5, Ohio 








profit-making reasons 


(\ 
NEW PRODUCTS 4 \\' 
y why more 
mS : \ f dealers are selling 


CAMPBELL CHAIN 





PORTOMATIC automatic dishwasher 
is designed for exclusive use of liquid 
detergents. Non-electric, weighs 11 
pounds and fits under’ standard 
kitchen cabinets. Sells for $59.95. — 
Chico General Products Corporation 
For Details Circle 156 on INQUIRY CARD 


Assure you prompt delivery and service. 
Back-up stocks are maintained in o 
nation-wide network of warehouses. 


NEW “BLUE TEMPER” 
PRE-CUT PACKAGED CHAIN 


Rich blue color . . . tempered right into 
the chain itself. Proof Coil Chain—%e", 
VA", Ke”, Ye" —pre-cut to lengths of 10’, 
15’, 20’, 50’ and 100’; pre-packed for 
self-service display; clean—no more 
dirty handling; labeled for instant identi- 


“WONDER PEG” unbreakable, rut fication of grade and size. 
and splinter-proof clothespin is a one- 


piece, spring action clothespin that “HALLMARK” “4 
can withstand extreme temperatures NEW : CHAIN 
of heat and cold, plus washday deter- permanently identified 3 ways! 
gents.—Vogel Manufacturing Co. noes . 
For Details Circle 157 on INQUIRY CARD BY MAKE—the Campbell C = relief a 
every other link. 
BY GRADE—the grade mark is on every 
other link. 
BY 5’ INTERVALS—marked and color- 
— aittesssca” coded for quick, exact measurement. 


“MEASURE-MARK” CHAIN — 
originally introduced by Campbell! 
Marked exactly every 5 feet .. . for 
quick, accurate measurement. Color- 
coded for instant identification of chain 
grade. Inventory labels are color-coded, 
too. Green—Proof Coil; Red—BBB; 
_ Blue—High Test; Oronge—Cam-Alloy. 














EIGHT-NOTE melody door chime 
and a dual-chord two-note have been 
combined in one chime as well as a 
two-note third signal. At right is self 
operating point of sale display. — 
Edwards Company 


For Details Circle 158 INQUIRY CARD 
ceeds CAMPBELL CHAIN Gonsany 
CAM PBELL Factories and Worehouses: York, Pa.; West Burlington, lowe; 


CHAI in| E. Cambridge, Mass.; Ationte, Go.; Houston, Texas; Chicago, Ill.; 
Portland, Ore.; Seattle, Wash.; Los Angeles, Sacramento, San Francisco, Calif 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 











INFORMAL ATMOSPHERE of Bullard’s Hardware and 
Patio Shop near Tucson, Ariz., is created through the use 
of red brick walls and decorations of redwood and brass. 


The 5000 square feet of this large store are decorated with 


redwood molding and facia strips. 
store both from the outside and inside as well as the type 
of merchandise is aimed at the suburban market. 


The appearance of the 


Selling the Suburban Market 


bé E felt that in our com- 

munity outdoor living was 
very important and therefore de- 
signed the store to fit the needs 
of the area,” said Frederick 
Bullard, owner of  Bullard’s 
Hardware and Patio Shop. This 
store is in the Casas Adobes 
Shopping Plaza which is lo- 
cated in “the first really subur- 
ban area of Tucson” consisting 


Hardware and Patio Shop Designed 


almost exclusively of homes val- 
ued from $25,000 and up and 
ranches; the needs of both dif- 
fering in many respects. 

It is a large store covering 
5,000 square feet with red brick 
yalls and decorations of red- 
wood and brass. The molding 
and facia strips on the wall fix- 
tures are of redwood while the 
three main gondolas are of 


To Fit the Needs of the Area 


brass. This lends an atmosphere 
of informality to the store which 
Bullard feels is important in 
giving the stock in his store the 
best possible background. Fix- 
tures are by the Daley Fixture 
Company of Redwood City, Cali- 
fornia. 

The store has six depart- 
ments: housewares, gift depart- 
ment, hardware, paint, barbecue 
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OUTDOOR PATIO is an_ inviting 
area shaded at one end by a large 
date palm. It contains outdoor patio 
furniture consisting of chaise lounges, 
tables, chairs and umbrellas. The fur- 
niture is all of either wrought iron or 
aluminum. 


and hearth shop and outdoor 
patio. There is a special closet 


and bath accessories shop which 


is part of the housewares de- 
partment. 

It is the gift department, out- 
door patio, barbecue and hearth 
shop, as well as the closet and 
bath section, that 
makes this store different from 
the general hardware - house- 
wares store. 


accessories 
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Casual Gift Items 

The stock in the gift depart- 
ment is of the casual type geared 
to informal entertaining, and 
while any item in it will delight 
the gourmet, each one has some 
utility value and is completely 
functional, not solely decorative. 
Items in this department are 
ash trays, candlestick holders, 
platters, carving trays, straw 
baskets, placemats, napkins, 
glassware, salad bowls and some 


delightfully different hand 
painted enamelware consisting 
of double boilers, coffee pots, fry 
pans, ete. They also have a com- 
plete stock of items for the home 
bar. This includes cocktail mix- 
ers, shakers, glasses, bottle 
openers and toppers, ete. 

The bath and closet section 
has proved very successful and 
Bullard is planning to enlarge 
it. Here you can find expensive 
brass towel bars or rings as well 


DECORATIVE OUTDOOR FURNI- 
TURE is attractively displayed in the 
area just inside the outdoor patio. 
Here the better furniture is shown. 
These items have been chosen mainly 
for comfort and yet are very decora- 
tive. This area is set up as a dining 
area although it contains more than 
one set of dining tables and chairs. 








STORE INTERIOR shows the gift 
department in the foreground and the 
housewares department in the upper 
background. The stock in the gift 
section is of the casual type geared 
to informal entertaining. The house- 
wares area which is very complete 
also contains a large gadget section 
including more than 300 items. 


as other better bathroom fix- 
tures; tissue boxes of all kinds, 
and other knick-knacks for my 
lady’s bath table. There is a 
large assortment of garment 


bags in the closet shop as well 
as hat boxes and special boxes 


and drawers to utilize to best 
advantage the space in your 
closet and make it a place of 
beauty. 

The barbecue and hearth shop 
is at the far end of the store. 
The items are all set out under 
bright lights so each one can be 
clearly seen. In this section you 
can find anything you need for 
outdoor cooking and eating: 
skewers, jugs, braziers, dishes, 
long handled salt and pepper 
shakers, charcoal and even a 
barbecue cook book. Fireplace 
accessories consisting of 
screens, andirons, wood boxes, 
shovels, both in black wrought 
iron and brass, are tastefully ar- 
ranged nearby. 


Outdoor Patio Inviting 

The outdoor patio is an invit- 
ing area shaded at one end by 
a large date palm. It contains 
outdoor patio furniture consist- 
ing of chaise lounges, tables, 
chairs and umbrellas. The furni- 
ture is all of either wrought iron 
or aluminum. As you walk to 
the outdoor patio, you pass a 
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section set off at one side of the 
store. Here the better furniture 
is kept. These items have been 
chosen mainly for comfort and 
yet are very decorative. This 
area is set up as a dining area 
although it contains more than 
one set of dining tables and 
chairs. These tables are all 
beautifully set as for a meal 
with dishes, stainless steel table- 
ware, placemats, etc. This sec- 
tion also has on display some 
service carts and coffee tables; 
all glass-topped. Both these 
items are set up with either 
dishes or knick-knacks as they 
would be in your patio or home. 

The hardware department is 
very complete as Bullard has to 
service the nearby ranches 
whose needs are many. And 
since one of those needs are 
horseshoes, he even carries 
these. 

The housewares department 
has a large gadget section con- 
taining more than 300 items. 
“It is amazing to see how many 
people, particularly men, are at- 
tracted by this gadget section,” 
says Bullard. “It has proven to 
be one of the most popular sec- 
tions in the store.” 


Charge Accounts Encouraged 


Although the store has been 
in operation for only about six 


months, 25 percent of the busi- 
ness is on charge accounts, and 
Bullard in encouraging this 
more and more as he feels 
strongly that the people in this 
community, the ranchers as well 
as the others, are used to that 
type of buying. He also has a 
time payment plan allowing the 
customer up to a year or a year 
and a half to pay for items pur- 
chased. 

Since the store is located com- 
paratively far from the heart 
of Tucson, Bullard has found 
his best method of advertising 
has been by direct mail, al- 
though he plans to use the daily 
newspapers more as the area 
builds up, which it has already 
begun to do. This advertising 
consists of fliers and booklets on 
which the store name is printed 
and which are put out by the va- 
rious suppliers that furnish his 
stock. This advertising material 
is sent to all those living in the 
community. Bullard planned a 
flier in connection with Hard- 
ware Week and sent out an- 
other booklet before Mother’s 
Day. 

Bullard has made every effort 
to provide the community with 
the things they want and need, 
and from customer reaction, 
which has been good, it seems 
he has done so successfully. 
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Good Dollar Volume in..... 


MERCHANDISING 
WATER SYSTEMS 


ROM below-ground up, there’s good dollar vol- 

ume in a good water systems merchandising 
program. So believes Ted Paulus, owner of Paulus’ 
Valley Hardware in Grant’s Pass, Oregon. Paulus 
has been merchandising water systems ever since 
he started his hardware store in 1938 and sales 
made to date total several thousand. Most of those 
sales are built around a well pump installation. 

Being located in the downtown district of a 
small city in western Oregon has placed Paulus’ 
Valley Hardware in a good position for sales of 
pumps and water systems, the owner says. Most 
homes outside the city as well as virtually all 
firms must be supplied by underground water, and 
residents of these rural homes do most of their 
shopping in Grant’s Pass. 

At present prices, a typical pump sale will aver- 
age $185. With plumbing and fittings totaling 


WATER PUMP DISPLAY inside the store is geared to 
serve the needs of customers who live outside the city and 
are dependent upon underground water systems. 
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MAJOR SOURCE OF REVENUE for Paulus’ Valley 
Hardware in Grant’s Pass, Ore., is the sale of water sys- 
tems which run into thousands of dollars. Above is photo 
of exterior of store located in the downtown district. 


about that much again, a typical water systems 
installation will be close to $400. . 

To build his sales of pumps and water systems, 
Paulus has developed a merchandising program 
whose principal elements are engineering, inven- 
tory, and service. To do a good job in all three, he 
believes the dealer should concentrate his efforts 
on one good line of equipment. 

“T have tried selling several lines of pumps, but 
have discontinued all but one good line because 
there are so many advantages in doing it that 
way,” he says. “The technical information neces- 
sary to engineer a job correctly is not too compli- 
cated as long as you stick to one line. And the 
engineering must be good to build up a following 
of satisfied customers. By sticking to only one 
line, I have been able to train four men employees 
to sell and engineer these jobs properly. Accord- 
ingly, a prospect coming into the store can al- 
ways find someone who is competent to serve him. 

“In inventory also, having one line simplifies 
the problem. We carry the complete line of pumps 
in the brand we stock as well as a complete line 
of parts. Our inventory in parts alone runs about 
$2,000, but we are able to handle every service 
problem that comes up with that stock.” 

Just as important as these two factors, he 
points out, the dealer must be able to service what 
he sells. He has one service man on his payroll 
just to take care of service work on his line of 
pumps. Because he concentrates on just one line, 
customers find they can depend absolutely on the 
service work performed. 
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California Dealer Uses Big 


Newspaper Campaign to Bring 
Customers and Prospects to... 


Anniversary-Remodeling Event 
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Salinas Hardware Co. 
Salinas, California 


THE MODERN 
front is simply 
designed with an 
off-white color 
and accented by 
an awning in 
shades of brown. 
Rear of store 
also has an en- 
trance for those 
using parking lot 
directly behind 


store. 


GOOD HOUSEKEEPING is apparent in this view of paint department and 
other types of merchandise. Sales people keep the shelves well stocked. Paint 
sign which is lit at all times attracts people to the rear of store. 
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page tabloid size section 
in the Salinas Californian 
on June 12 was devoted to the 
Salinas Hardware Company. 
Most of the section included ads 
about merchandise that was be- 
ing offered on their 25th Anni- 
versary. The balance was used 
for articles and pictures about 
the newly remodeled hardware 
store. 

This advertising section 
brought hundreds of residents 
of Salinas into the store on the 
weekend—Friday and Saturday 
(June 13 and 14). 

Every hour a drawing was 
held. The winner had to be pres- 
ent to receive the gift. 

The grand prize for Friday 
was a General Electric rotissiere 
and on Saturday a_ Roto-Clip 
gas-powered mower. 

Many manufacturers’ repre- 
sentatives participated in the 
two-day event along with dem- 
onstrators. Hot coffee was sup- 
plied at two of the booths and 
barbecued meats were offered at 
another. There was a paint dem- 
onstration and also a cutlery dis- 
play. A special new knife, cook- 
ware, and electric housewares 
were also demonstrated. 

The store was celebrating its 
anniversary and its remodeling. 
The interior was completely re- 
decorated with pale green used 
for walls and a white ceiling. A 
new floor and lighting fixtures 
completed the job of redecorat- 
ing. The front of the store is an 
off-white with an awning in 
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Gala Appearance 


THE MIDDLE WINDOW was turned 
over to two demonstrators and their 
merchandise. Barbecue was in actual 
operation and most customers came 
over for a bite of rare or well done 
roast beef. Complete set of cookware 
also attracted attention. Passers-by 
were stopped by this sight and invari- 
ably came into the store where they 
lingered to be available for the hourly 
prize. 


f eur 


CUSTOMER WANTS TO SLICE a —- 
tomato herself to see if it is as easy ela 

as the demonstrators make it look. . STAYS SHARP FROM YEAR 
She found out that it did and pur- ; 

chased one as did many other persons 

throughout the two-day event. This 

table was set up near one of the front 

doors and also helped to attract per- 

sons from the street. 


FREE COFFEE is given to store 
founder Max Ish, who is now semi- 
retired. Max put in a big two days, 
meeting many old customers and mar- 
veling over the number of new faces 
coming into the store. Handing the 
coffee to him is John Sandoval, re- 
gional manager for Sunbeam Corpo- 
ration. 
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shades of brown. The back en- 

trance to the parking lot is 

painted in a deep turquoise with 

a huge sign indicating the short ie 

cut to Main Street on which the : - 
store is located. , Tools 

The store layout and planning aes 2 DALIT) , 
was done by the California Re- inl - Ai i 
tail Hardware Association. They 
installed completely new wall 
sections for tools, builders hard- 
ware, garden supplies, sporting 
goods, etc. These fixtures were 
made by Streeters Inc. of Cali- 
fornia, which incidentally is lo- 
cated in Salinas. Some of the 
former fixtures were revamped 
and repainted and used in the 
housewares section. 

In 1933 Max Ish moved his 
hardware business from Visalia 
to Salinas. His partner was 
George C. Taylor, and the loca- 
tion was 352 Main Street oppo- 
site their present store which is 
located at 331 Main Street. Ish 
is partially retired. Max was 
very active in the store, meeting 
many old friends during this 
Anniversary event. 

His son, Stewart B. Ish, took 
over the management of the 
store after he returned from the 
service in November, 1945. 

Although the store is located 
in the downtown section, the 
business continues to thrive be- 
cause of good merchandising, 
advertising, and promotional 
events such as the anniversary- 
remodeling sales. The large free 
parking area in back of the store 
also helps make the store easily 
accessible to customers. 


It is well lighted by fluorescent fixtures in back of cornice, Mass display of 
special-priced hose reduced at a good pace throughout two-day event. 


DINNERWARE AND GIFT WARE 
(above) are big attractions at Salinas 
hardware and one of the chief rea- 
sons for large women trade. 





LENGTH OF STORE (at left) is 
shown in this view from the front. 
Housewares section is on left half of 
store while tool garden and utility 
items are on the other half. Office is 
at end of aisle. New lighting fixtures 
keep store well lighted. 
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Free Home Painting. ..... . 


PROMOTION 
SELLS 
MERCHANDISE 


— an extensive advertis- 
ing program, Corona Hard- 
ware, 118 E. 6th Street, Corona, 
California, had a_ successful 
paint department promotion— 
which brought many new cus- 
tomers into the store. 

Corona Hardware advertised 
they would completely paint the 
exterior of a one-family house 
and garage, FREE. No purchase 
was needed to enter the contest. 

All that was necessary was to 
go to the store, examine a color 
chart, and write down the num- 
ber of the color selected for the 
exterior and trim. With an ad- 
ditional filling in of the name 
and address, of course. Coupons 
had to be deposited in the paint 
section—a gimmick to get peo- 
ple into the paint area. To help 
emphasize the house angle, cou- 
pons were deposited down the 
chimney of a model house placed 
on the counter. 

A public drawing was held at 
the City Hall. The winner’s 
coupon was displayed in the 
store window. The model house 
was also put in the window, 
after close of the contest. (see 
photo.) Everyone liked the con- 
test, even those who didn’t win 
—there was just one prize. 


AUGUST 1958 


"7s FN! TBAT GIVES 
= = 


YOU EVERY TH’ 
— I 
2 





CORONA HARDWARE 
ee HOUSE PAINTING 
or 


DRAWIN6~C/ 


“ST 


YOON MAYA 


FRONT SHOW WINDOW with the model house display includes the announce- 
ment of the winner of the contest. The winning coupon is prominently dis- 


played in front of the contest sign. 


Previous to the end of the contest, the 


model house was displayed on a counter in the paint section. 


“This store has been here 26 
years,” says partner W. Gerald 
Fare, “and this promotion was 
by far the most successful ever 
held. We sold a lot of extra mer- 
chandise because of it, mostly 
in housewares. The large ma- 
jority of those coming in to en- 
ter the contest were women, and 
the hardware section appeals 
mainly to them. 

“We found that most people 
felt they had to make at least 
a small purchase—even though 
we'd advertised there was no 
obligation. We got many new 
faces into the store, and many 
of these have become regular 
customers.” 

Advertising for the promo- 
tion was by spot announcements 
on the local radio station, 2000 
door-handle circulars to homes 
in the area, and 3-column 13” 
display ads in the local news- 
paper. And there was a large 
sign about the contest in the 
store window. Each printed ad- 
vertisement contained the neces- 
sary coupon—in addition, clerks 
in the store asked customers if 
they had entered. 

A lot of interest was created, 
perhaps mainly because the pro- 
motion was unique. A couple of 


people said they had _ started 
painting their homes, but would 
wait and see if they won a free 
job. (They didn’t!) 

The contest was in coopera- 
tion with the City of Corona and 
the week of —Paint Up—Fix 
Up—Clean Up. Corona Hard- 
ware started the contest as the 
“week” started, and let it run 
for an additional week. Serious 
thought had been given to mak- 
ing it a month long contest, but 
this was decided against because 
it was felt interest would taper 
off before the month was up. 
The two week period seemed to 
be just right, for people keep 
asking about it and joking that 
they knew they’d be the winner. 

The after effect of the contest 
was good. New customers have 
been added. More will be added 
as paint is needed. 

At Corona Hardware, the 
paint section is at the rear and 
many infrequent customers 
were not aware that paint was 
carried. But now because of 
this excellent promotion, the en- 
tire 12,000 citizens of Corona 
know about it! 

Total cost of the promotion 
was high. But so were the re- 
turns! 


25 





in the De Luxe Chain 


Engraved Invitations to Charge Accounts Help Bring 
8000 Customers for Three Hours to Red Carpet Opening 


Byde's 
Fresno, California 


YDE’S in Fresno has proved 

that there are plenty of sales 
possibilities in selling to the 
quality buyer. In fact, the firm 
has been able to operate a chain 
of four stores in Fresno and has 
plans for at least two more in 
the area all based upon the sale 
of good quality merchandise in 
housewares, giftware, tools, 
paint, ete. 

Perhaps the method of pro- 
motion has something to do with 
attracting the kind of people 
who will buy deluxe type of mer- 
chandise. 

When store No. 4 was opened 
in the Blackstone Shopping Cen- 
ter in Fresno last November, the 
store sent out engraved invita- 
tions to every person on their 
charge list. They arranged to 
have a 50-foot red carpet rolled 
out in front of the store for the 
opening at 7 o’clock on Novem- 
ber 15. They also publicized 
prize drawings—three mixers 
and three power lawn mowers— 
and a guessing contest that 
would get the winner enough 
paint to paint his house. 

Their promotion was repaid 
with 8,000 persons viewing the 
store within the three hours that 
it was opened. Drawings were 
held out in the front of the store 
where searchlights were playing 


BACK STAIRWAY (above) is fa- 
miliar sight in most of Byde’s stores. 
It is an attractive area which invites 
customers to the two mezzanine sec- 
tions. 


BEAUTIFUL GIFTWARE SECTION 
(below) is seen in full view of store 
from mezzanine. Additional house- 
wares lines are shown on mezzanine 
at right. 
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the sky like a Hollywood open- 
ing. The guessing contest at- 
tracted almost everyone to see 
how many plastic ping pong 
balls there were in a_ plastic 
sphere supplied by Dutch Boy 
called “Spher-O-Rama.” Un- 
fortunately, there was no men- 
tion made in any of the contest 
notices that there would be any 
provisions made for ties. The 
store was overwhelmed when 
they found out that 17 persons 
guessed the exact amount of 
ping pong balls. Subsequently 17 
homes in the Fresno area were 
painted with paint supplied by 
Byde’s. 

Norman Byde, manager, ex- 
presses extreme pleasure over 
the results of the shopping cen- 
ter store. It attracts many peo- 
ple because they feel free to 
come as they are dressed, which 
is a contrast to their downtown 
store. Also the store is open on 
Monday and Friday evenings 
and the firm does more business 
in those two days than all the 
rest put together. There are a 
total of six employees including 
part-time help. 

The store is located next to 
Sears and has a floor area of 
40x80 feet and a mezzanine that 
runs on both sides 25x15 feet 
each. There is a white pipe rail- 
ing running around the side of 
the mezzanine with expanded 
metal panels within black iron 
frames suspended by blue and 
white braided nylon rope. 

On the main floor there are 
two types of fixtures supplied by 
Bellevue Company. For the 
housewares - giftwares section, 
the gondolas and wall sections 
are in ash. In the general hard- 
ware section the fixtures are of 
standard metal with maroon 
hammer-tone finish. The floor is 
asphalt tile and is divided into 


SPORTS SECTION fills up the entire 
mezzanine to right. Paint and hard- 
ware items are shown directly below 
mezzanine on wall fixtures. 


OTHER END OF SPORTS SECTION 
(below) is shown in this view on mez- 
zanine. Directly below is general 
hardware. 
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two colors. On the housewares 
side it is coral, and on the hard- 
ware side it is gray. The walls 
are in light blue with a light yel- 
low trim. 

The entire store planning and 
installation of fixtures was han- 
dled by Baker & Hamilton’s 
store planning division. 

Store No. 4 is in keeping with 
the high class tone of the Byde 
retail outlets. In fact, the stair- 
way in the back branching off to 
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both sides to the two mezzanine 
sections is almost a trademark 
design with Byde stores. Sport- 
ing goods are shown in the mez- 
zanine to the right, while the ad- 
ditional housewares items such 
as pyrex ware, clocks and other 
things are shown on the left 
mezzanine. 

This last store has been so 
successful that it has pushed the 
entire operation past the million 
dollar sales mark annually. 
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Merchandising 


LOWE'S 
Ogden, Utah 

















BEFORE AND AFTER photos 
of Lowe’s store front show the 
striking change in appearance. 
The previous double entrance 
(above) was converted to a 
single, center, four-door en- 
trance, a refaced aluminum 
front, a colorful gold and beige 
neon sign against a beige back- 
ground and a large gold Lowe’s 
against the lower facing of the 
building. Further accent is fur- 
nished by the use of mosaic 
paneling for the front window 
frames. During the grand open- 
ing celebration, a huge shield- 
like sign announcing the days 
of the celebration was fixed to 
the center of the facing. 
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A Remodeled Store 


For 97 Days During Remodeling Overall Sales Volume Increased 
As a Result of Special Remodeling Sales Events . . . Gigantic 
Four-Day Grand Opening Sales Sparked by Newspaper, Tele- 
vision, Radio, and Free Prizes .. . All Departments Relocated 
in Master Plan 


N May 21, 1958, the complete- 

ly remodeled Lowe’s Hard- 
ware celebrated their Grand 
opening and also their 88 years 
of serving the people of Ogden, 
Utah. Their celebration lasted 
four days with crowds depleting 
their heavy stock of merchan- 
dise. 

The suecess of the Grand 
Opening was due in great part 
to the succession of promotions 
carried on from the day the firm 
started to remodel, 97 days pre- 
viously. C. J. Serne, store plan- 
ning consultant who had been 
operating mostly in Southern 
California for many years, took 
over the job of completely re- 
designing the four story build- 
ing with basement in the down- 
town Ogden area. 

Simultaneously the firm start- 
ed special remodeling _ sales 
Which increased the business 
over previous records. The pub- 


NEW PET DEPARTMENT features a large section dis- 


playing aquariums. 
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lic seemed to enjoy browsing 
around looking for bargains 
while hammers and saws were 
at work. The customers had a 
feeling that there were many 
bargains to be had. Although 
some lines were being closed out 
and others were marked down, a 
lot of merchandise was bought 
especially for these events. Very 
much of it was sold at regular 
price. 

The successive remodeling 
sales kept building up the spirit 
of interest in the store until it 
reached its climax with the 
Grand Opening. Interest was 
further sparked by utilizing 
various media to contact people 
in the entire trading area. The 
firm put out a ten-page advertis- 
ing section in the Ogden Stand- 
ard Examiner on May 20. Part 
of this section included congrat- 
ulation ads from other mer- 
chants in the area. 


giftwares. 


Lowe's offered many free 
prizes with five grand prizes 
that were to be given away on 
the last day. These grand prize 
items were on display in the 
local theater, in a men’s store. 
and in the various shops around 
town that were not competitive. 
With the display was also a 
beautiful picture of their new 
store announcing the date of the 
grand prize drawing and that 
tickets were available from 
Lowe’s. 

During this opening they tele 
vised from the first and second 
floors over Station KSL of Salt 
Lake. Joe Etchingham, the man- 
ager of Lowe’s, and the director 
of the television station ap- 
peared at the opening of the 
program. TV cameras gave a 
good picture of the interior of 
the store and of various depart- 
ments. Etchingham used this 
medium to introduce all the vari- 


DEPARTMENT DIVIDER makes a beautiful setting for 
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RUGGED UTAH is suggested in atmosphere background for sports depart- 
ment. 
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TRANSPARENT SIGN on cornice exploits several brands of power tools. 
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ous department heads to the 
viewing audience. 

They also used a local radio 
station from time to time during 
the four days. They were on the 
air for one full hour during the 
drawing of the grand prizes. 
They also held drawings every 
hour of items that were valued 
from 59¢ to $20. They also held 
15-minute special sales on vari- 
ous items. For example, a good 
quality broom that had been ad- 
vertised for 98¢ was offered over 
the public address system of the 
store for 49¢ for 15 minutes. 
“Within fifteen minutes,” ac- 
cording to Serne, ““‘we moved out 
about 400 brooms. Now, when 
400 brooms walk out of your 
store and down the main street 
everybody sees them. It is true 
we may have sold this broom for 
a few pennies under cost, but the 
amount of good it did from the 
standpoint of conversation and 
stimulation of traffic was amaz- 
ing.” 

Lowe’s Hardware Store has 
been remodeled into one of the 
most modern and complete stores 
of its type in the Intermountain 
West, reports Etchingham, who 
took over last February. 

“By departmentalizing our 
hardware store, featuring a 
sporting goods department, a 
hardware department, and ap- 
pliance department, for example, 
we are getting much extra busi- 
ness,” he reports. 

“We have spent $100,000 on 
renovations and modernizing 
everything from the new store 
front to new fixtures and floor- 
ing,” he said. 

When the transformation was 
completed, the front of the store 
was not the only place where 
radical changes had been made. 
Practically every department in 
the store had been rearranged. 

Previously toys had been lo- 
cated in the basement and the 
area was open only during the 
Christmas selling season. The 
first floor contained hardware, 
housewares, paint, sporting 
goods, ete. On the second floor 
were major appliances, radio, 
TV. The third and fourth floors 
were rarely used except for 
warehousing of some stock. 

In relocating the departments, 
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the basement was selected as the 
site for Lowe’s service center. 
Here is located the television re- 
pair shop, appliance repair shop, 
the Lionel electric train repair 
shop, and small power tool re- 
pair shop. There is also a shell 
reloading department where 
sportsmen reload their own 
shells from materials sold by 
Lowe’s. 

The stairway to the basement 
was also relocated and there is a 
beautiful sign calling attention 
to Lowe’s Service Center. The 
location makes it more conve- 
nient for the customer to go to 
the service center and have their 
items checked or repaired. 

The departments on the main 
floor such as hardware, tools, 
sporting goods, and paint, were 
relocated. 

The building is built up on the 
side of the hill so that the second 
floor is on the level with the 
parking lot. A special entrance 
was made to the lot and the 
parking lot was increased in 
size. There is a new and beauti- 
ful toy department, a fireside 
shop, barbecue shop, a pet de- 
partment, and garden shop. 

The toy shop is open all year 
around and they have one fea- 
ture that makes it a very pop- 
ular place throughout the year. 
It is a Children’s Party Shop 
where all kinds of gimmicks are 
offered for mother in the prepa- 
ration of her party for the chil- 
dren. It carries favors, hats, 
table napkins, and all the little 
tricks and treats that mothers 
have for a party. 

The pet shop is new to 
Lowe’s and includes a line of 
tropical fish, aquarium supplies, 
pet supplies for such household 
pets as cats and dogs. They have 
on display some parakeets and 
other birds. 

The garden shop has been ex- 
panded to include a large line of 
steel goods and other supplies. 
They also made use of the out- 
side area behind the store where 
a redwood house was built to 
keep perennials and bedding 
plants, fertilizer, peat moss, and 
other like items. This is a sea- 
sonal country, so in the fall of 
the year this area will be closed 
to garden supplies and will be 
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EXPANDED GARDEN DEPARTMENT offers wide choice 


equipment. 


and 


FESTIVE APPEARANCE was made possible by hanging pennants on main 


floor. 
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COLOR is the product sold in the paint departmert. 





used for Christmas tree orna- 
ments and decorations. 

The third floor was completely 
revamped to warehouse mer- 
chandise, shelving, etc. 

The fourth floor is used for 
lay-away. Apparently the lay- 
away business is a big business 
in the Ogden territory and ac- 
cording to the management cus- 
tomers even bought merchandise 
during their big May opening 
for lay-away until Christmas. 
The firm plugs the lay-away 
plan at all times. 

Lowe’s has been operating on 
a more or less self-service basis 
before the change. The layout 
on the two sales floors meant do- 
ing away with the general self- 
service setup. They have regis- 
ters in each department. How- 
ever, all merchandise is on open 
display so that customers can 
browse to their heart’s content. 
They can select the merchandise 
and bring it to the department 
register, but the firm is stress- 
ing customer service throughout 
the store. 

Lowe’s not only expanded 
their gross selling area, but ex- 
panded their lines of merchan- 
dise as well. For example, they 
had never been in the electrical 
lighting fixture business. Today 
they have a lighting fixture de- 
partment with about nine dif- 
ferent types of lines of lighting 
fixtures. 

Previously they only carried 
low-end lines of paint. Today, 
the store has high-grade and 
low-end lines in order to get the 
greatest amount of volume out 
of the department. 

Thousands of steps are saved 
by an intercommunication sys- 
tem throughout the entire build- 
ing. 

All fixtures used in the store 
were custom made on the third 
floor where Serne had a special 
fabricating shop set up for a 
temporary period. Some wall 
sections, gondolas and _ tables 
were made especially to hold cer- 
tain merchandise. 

It was proved on the opening 
days that the store was designed 
to sell merchandise and manage- 
ment is doing everything from a 
promotional standpoint to see 
that it continues. 
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LUXURIOUS SETTING 
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FIRESIDE SHOP draws attention with metal plaques and chimney fireplace. 
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NEW LIGHTING FIXTURE department is geared for do-it-yourselfers. 
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THREE STORES IN 50 YEARS 


Coffman Hardware 
Of Montebello 
Celebrates Growth 
With Banquet For 
Employees And 
Trade Guests 


WESTERN HARDWARE 50-YEAR CLUB membership was presented to 
Mrs. Bert E. Coffman by Milton Albin, editor of HARDWARE WORLD at 


Coffman Hardware’s 50th anniversary banquet on July 3. 


N July 3, the Coffman Hard- 

ware firm held a banquet in 
Montebello, Calif., to celebrate 
its 50th anniversary. In addition 
to the employees and owners, 
there were five executives from 
Southern California wholesale 
hardware firms and the editor of 
HARDWARE WORLD, Milton 
Albin. Previously the three 
stores of Montebello, Whittier 
and Norwalk in Southern Cali- 
fornia had held successful 50th 
anniversary promotions. 


Plunged into a three-store op- 
eration several years before its 
owners had originally planned, 
the firm finds itself well on its 
way to a goal set nearly 50 years 
ago—a one million dollar a year 
gross. 

In May of this year the three 
stores grossed $70,000, chalking 
up the biggest May in their his- 
tory. These figures were cited 
in June when the company’s 
50th anniversary was observed 
with store-wide sales. 


Eight members of the family 
who are a part of the company’s 
permanent force of 30 agree that 
their growing success is due to 
several factors, including: 

1—Triangular location of the 
three stores, a physical set-up 
which eliminates need for a 
warehouse as deliveries can be 
split and exchange of merchan- 
dise between the three units can 
be made in 15 minutes. 

2—Development of a strong 
housewares department, with 





“FOR AULD LANG SYNE" 
By Carrie Coffman 


We reach into cur memory chest again, 
and bring to view two score years and ten. 
The years pass by as on parade. 

We view once more the progress made. 


Tho half a century of life has passed 

Our memory clings to the things that last 
And we cherish among the things so dear 
That little store of yesteryear. 


Just a little store with hardware bright, 
And marked for profit “right in sight.” 
Our only margin—“Pon my Word” 
Would you believe it—We made a third. 


But in spite of it all we grew and grew 
As only our wholesale dealers knew 

And I’m glad you do not have to recount 
That we ever failed to take our discount. 


Our boys wouldn’t believe that cause we never told, 
How often we scratched and couldn't find gold. 
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Perhaps they thought it easy to get to the top, 
So they followed the footsteps of our beloved “Pop.” 


I sometimes wonder that if to-day 

We could go back to the old-fashioned way. 
If impressions deeper could be made, 
Impressions that would never fade. 


But we can’t go back and who would try, 
We like it this way you and I, 

We march along perhaps our footstep slow, 
But youth leads on with eyes aglow. 


We've many helpers and they are wonderful pals 
Good fellows, well met, and beautiful gals, 

If it wasn’t for you our faithful crew 

We never could do all the things we do. 

So here’s to each this Anniversary year, 

Our thanks to you our friends so dear. 


So Hurrah for all whoever your boss 

We hope the rewards will offset the cost, 

Hope the “Hardware World” will remember our gang so 
fine 

For another fifty for “Auld Lang Syne” 





emphasis on fine china, giftware, 
kitchen and garden supply items. 

3—A well-developed purchas- 
ing program. Each store does its 
own ordering with the exception 
of paint which is bought in car- 
load lots and “good buy” deals 
which are usually ordered after 
a “buying conference” and fea- 
tured immediately in general 
sales. The Coffmans count 
among their friends salesmen 
with whom they have dealt for 
40 or 50 years! 


4—Adherence to a year-round 
advertising program, with each 
store planning its own cam- 
paigns. Newspapers and shop- 
ping guides are generally used 
by each store. 

5—Catering to Sunday shop- 
pers. All stores are open from 
10 a. m. to 4 p. m. on Sunday, 
which is the biggest day, busi- 
ness-wise of the week. 

6—Carrying their sales pro- 
gram—with an in-the-field sales- 
man—to the fast-growing indus- 
trial sections of Montebello and 
East Los Angeles. The Coffmans 
believe this has added to their 
regulars at least 150 firms which 
otherwise would have taken ad- 
vantage of their own wholesale- 
buying privileges to buy even 
minor maintenance and repair 
items. 

7—Launching their new stores 
as paint stores alone and adding 


STORE OF YESTERYEAR in 1910 

(top photo) shows the founder of 

Coffman Hardware, Bert E. Coffman 

standing at the end of the counter on 

left. Today Coffman's widow, two sons 

and grandchildren own three stores. 

. Mrs. C. M. Coffman (left) and Mrs. 

Vu teawee: + — V. M. Coffman, daughters-in-law of 
lege s Sew & Bi ; | the company (lower photo) examine 


aia houseware in their Montebello store. 


DISCUSSING MERCHANDISING 
are Verlin Coffman (behind counter) 
and Clyde Cox, long-time employee. 
Since 1952 the Coffman concern has 
added two stores, one at Whittier and 
another in Norwalk. 
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the hardware and 
items gradually. 
8—An item found valuable to 
the Coffmans but not perhaps 
available to all would-be hard- 
ware merchants: making of the 
concern a family enterprise. 

The parent store, Montebello, 
started as a small general mer- 
‘antile store in 1908, with the 
late Bert E. Coffman and his 
wife as owners. Twice since that 
time the Montebello store has 
changed headquarters, the last 
time in 1951 to a location several 
blocks out of the immediate 
downtown section of Montebello. 
This move, the Coffmans recall, 
was regarded as a daring one. 
Not only were they moving 
“away,” they were leaving walk- 
by buyers. The move, of course, 
proven a boon. The store-pro- 
vided parking space attracted 
do-it-yourselfers, who also are 
drive - it - home - yourselfers in 
most instances. 

The two newer stores, which 
the Coffmans say they were 
practically forced to open by the 
“explosive growth” of the San 
Gabriel Valley towns are in the 
shopping centers of Whittier 
Quad and Norwalk. 

The present store building in 
Montebello was erected in 1951; 
the Whittier Quad store was 
opened in 1953 and the Norwalk 
store in 1956. 

In its earlier years the Coff- 
man store catered to the farm- 
ing families of the area, with 
tools, housewares, garden and 
dry goods as its main sales items. 
Today, while still selling basic 
hardware, all three stores also 
sell paint, houseware and gift 
items, fine china, all sorts of ap- 
pliances, large and small, and 
decorating items. They have 
found that the great urge to ‘‘do 
it yourself” has cut the demand 
for so-called “heavy” hardware 
tools. 

The elder Coffman’s widow 
still keeps a finger on the pulse 
of the three-store operation but 
the active management is in the 
hands of her sons, Verlin L. 
Coffman and Clifford M. Coff- 
man. Their wives also take a 
part in the family-run enter- 
prise and a third generation of 
Coffmans is working in hard- 


houseware 


AUGUST 1958 


ware and looking toward “ex- 
panded operations.” 

It was the growing up of these 
third generation boys and girls 
that the older Coffmans had 
hoped to see before they went 
beyond a one-store operation. 
However, today the Verlin L. 
Coffmans and the Clifford M. 
Coffmans say they are glad they 
did not stand still in the midst 
of growing communities. They, 
too, are looking forward to more 
stores. 

A daughter-in-law, Mrs. Clif- 
ford M. Coffman, who manages 
the Whittier Quad store and fre- 
quently acts as spokesman for 
the family, says that hardware 
folk generally have not in the 
past kept up with the times. 


“It is a remarkable thing to 
me that the hardware business, 
perhaps, one of the oldest busi- 
nesses in the world, has done so 
little to progress,” she says. 
“When we added a housewares 
section in 1945, the women came 
to us as if they were thirsty for 
such a service. Today, all of our 
stores carry—and_ sell—these 
items, as well as the basic hard- 
ware lines.” 

Verlin L. Coffman is manager 
of the Montebello store and third 
generation Coffmans associated 
with the organization are: the 
two sons of Clifford M., Kip, 24, 
Carolynne (Coffman) Mills, 21, 
and Gale, 18, and the two daugh- 
ters and son of Verlin L., Leslie, 
18, Mike, 17, and Margo, 16. 


4" 


HEAD TABLE includes the Coffman management and five executives of 


Southern California wholesale firms. 


SHERWIN-WILLIA 
MS 
MONTEBELLO anes 





COFFMAN’S MONTEBELLO Hardware store, built in 1951, is shown with 
its founders, the late Bert E. Coffman and his wife. The “open Sunday” policy 
of the firm has helped make the business a success. 
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STARTING THE BUSINESS MEETING is Carl (Hobby) 
Hobson (at left). Seated (1. to r.) are Wally Suva, Ist 
V. P.; Harold Norton, secretary; and Lou Bell, treas. 


AT END OF LAST BUSINESS SESSION the assembly 
comes up en masse to greet the newly-elected president, 
Wally Suva, shown shaking hands with new publicity man. 


POT & KETTLERS “ON LOCATION” AT ARROWHEAD 


The annual convention of the As- 
sociated Pot & Kettle Clubs of Amer- 
ica was literally held “on location” 
at Arrowhead Springs Hotel near 
San Bernardino, Calif., as the spon- 
soring club Los Angeles presented it 
with a movie theme throughout June 
22 to 25. 

The star of the business sessions 
for two days was Carl Hobson, presi- 
dent, (housewares buyer, Harper & 
Reynolds, Los Angeles), and was 
then succeeded by Wally Suva, (china 


OLD GUARD urges Herb Becker (right) 


to consider bill to drop proxies 


id GEA 


WITH CALORIES” said 
these gals as they look at buffet 


“TO HECK 
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and glass buyer, Frederick & Nelson, 
Seattle). Supporting officers are: 1st 
V. P.—Roderick C. Adams, (Robert 
S. Barkell Co.) San Francisco; 2nd 
V. P.—Joe Dungan (Parmley Co.) 
Portland; Secretary — Harold Wolfe 
(Harold Wolfe Co.) Seattle, and trea- 
surer—Ray Wadlington (mfg. repre- 
sentative) Seattle. 

Those starring in each local club on 
the board of directors are: Seattle— 
Fred Krueger, Portland — Jack Gru- 
ger, Tacoma—John McCormack, Spo- 


RELENTLESS HERB sits with his four 


proxies from Spokane 


YOU SAW GIRL looking up, Ann Mor- 


rison, in “Brothers Karamazov” 


kane — Bob Wallace, San Francisco 
— Armand Schwartz, Los Angeles — 
George Wilcox, Phoenix—A. B. San- 
ders, Denver—Harlan Meyer, Sacra- 
mento—Robert O. Taunt. 

The producer of the colossal event 
was George Wilcox, (mfg. rep.) who 
had a large crew of Los Angeles Pot 
& Kettlers helping to present the 
many events during the four days. 

William MacGibbons was the em- 
cee at the last banquet and also in- 
stalled the new officers. 


SEATTLE DELEGATES blow for 
Wally Suva and °59 convention. 


THE YOUNGSTERS take time 
out after a busy day 


HARDWARE WORLD 





HEARTY 


were some 


PHOENIX GROUP sponsored the 
first fellowship hour on Sunday 


SAN FRANCISCANS entered with S. F. 
costumes direct from Chinatown herald 


iv 
WIVES of past wl ts sat eg 
head table at lady’s lunch 


TALENT SHOW discovered beauties from Port- 
land who put on their own fashion show 


FUNNY BATHING 
contest finds a winner 


SUIT CONTESTANTS 
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EATERS 
from L. A. 


CHARACTERS used costumes to 
theme 


*“ASHION SHOW 
pie hes entertained ladies 


judged were then dunked 


VISITORS found first day Trea- 


exciting as promised 


PRESIDENT (left), 
surer (right) relax 


AFTER S. F. FIRECRACKERS 


of their ‘60 convention verites had to settle their nerves 


eat 
MODELS found their way out to men’s patio 
where they got whistles and applause 


and 


“a 


stray 
bothers emcee 


WHISTLER won BATH 


first prize 


RUNNERS UP 
singing group from 


were this 
Denver 


to be A 
in pool 


waiting LAZY AFTERNOON helped THE ALL- 


visitors for a big night NIGHT bugler 
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MHI You make" D240 profit 


for Better 
on this *9535 chain assortment 


Values 
Price also includes Chain Sales-Maker Display 
—a powerful “Silent Salesman”’ 
that does most of the work for you! 


e Put new life into chain sales and profits with the CHAIN 

SALES-MAKER—a compact, convenient rack display that 

practically guarantees fast turnover of your chain invest- 

ment! The SALES-MAKER allows you to display a wide — ; 
assortment of popular chain styles and sizes in less than 

3 sq. ft. of floor space. It has powerful sales appeal—per- ‘ AMERICAN 
mits your customers to see and feel the chain—and buy Ply 

it! And the SALES-MAKER is convenient —handy mounted 

cutting bar lets you snip off the desired length of chain 

on the spot! 


Your $95.35 cost brings you . . . first of all, profits! 
If sold at suggested retail prices, you make $92.40 profit 
from sale of the 7 reels of chain which come with the acco 
CHAIN SALES-MAKER. Included with the profit-packed 
combination offer shown here is our popular Assortment 
No. 38. Other assortments are available upon request. 
Refills, on reels, can be ordered from your distributor. 
Assortment No. 38 features: 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


MORE CHAIN USES MEANS MORE CHAIN SALES 
Your do-it-yourself customers have found many new uses 
for chain and are finding more each day! So expose them 
to the ACCO CHAIN SALES-MAKER and to attractive ACCO 
boxes and pails—all plainly labeled. Order your SALEs- 
MAKER and be prepared to fill these and other do-it-your- 
self needs: 

* Garage doors ¢ Gymnasium equipment fy < 

* Pipe hanging Furnace regulating ‘fi PF 

* Porch swings Ornamental uses 2 uw 
Playground equipment Furniture braces 
Lawn borders Fire escapes 


SPECIAL NOTE: 
When you order your CHAIN SALES-MAKER, don’t 
forget to get snaps, swivels, repair links and cotter 
pins ... they’re all good profit makers that go 
with chain sales. 


American Chain Division 


AMERICAN CHAIN & CABLE 


‘. Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 





Sales Office: *Atlanta, Boston, *Chicago, *Denver, Detroit, es 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, é 
"indicates Warehouse Stocks *Portland, Ore., *San Francisco #e fieisnenencesscansnates 
For Details Circle 13 on INQUIRY CARD 
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SEPTEMBER MERCHANDISING 





FIRST WEEK 


Aug. 30-Sept. 5 


WINDOW A HOME PROJECTS 


. PAINTING 


WINDOW B FALL OPENING 


... SCHOOL DAY 
NEEDS 


IN-STORE 
PROMO- 
TIONS 
AND 
SOURCES 
FOR 
ADVERTIS- 
ING 


HOME PROJECTS 
.. » PAINTING 


FALL OPENING 
... SCHOOL DAY 
NEEDS 


FALL APPLIANCE 
SHOW Feature 
ranges wasner 


troner 


HEATERS |! 


heater 


GET THE HUNT- 
ING GEAR 
READY 


FOR 
ADDITIONAL 
PROMOTIONS 


Sept. 1—Labor Day 
Sept. 1-30—Amer- 
ican Home Light- 
ing Fixture Month 


| 
SPECIAL 
DATES | 


AUGUST 1958 


SECOND WEEK 


Sept. 6-12 


HOME PROJECTS 
PAINTING 


HOME PROJECTS 
. . CLEAN-UP 
AND FIX-UP 


HOME PROJECTS 
. . . CLEAN-UP 
AND FIX - UP 


HOME PROJECTS 
. . PAINTING 


FALL OPENING 
. . SCHOOL DAY 
NEEDS (Cont 


FALL APPLIANCE 
SHOW (Cont.) 


HEATERS (Cont 
GET THE HUNT- 


ING GEAR 
READY 


THIRD WEEK 


Sept. 13-19 


HOME PROJECTS 
. . . IMPROVE- 
MENT 


HOME PROJECTS 
. . CLEAN-UP 
AND FIX - UP 


HOME PROJECTS 
. . . IMPROVE- 
MENT (Feature 


HOME PROJECTS 
. . . CLEAN-UP 
AND FIX - UP 


HOME PROJECTS 
. . PAINTING 


FALL APPLIANCE 
SHOW (Cont) 


HEATERS 


GET THE HUNT 
ING GEAR 
READY 


Sept. 15 - Oct. 15 
—National Wall- 
paper Month 


FOURTH WEEK 


Sept. 20-26 


HOME PROJECTS 
. . . IMPOVE 
MENT 


HOME PROJECTS 
. . . CLEAN UP 
THE GARDEN 


HOME PROJECTS 
. . . CLEAN UP 
THE GARDEN 


HOME PROJECTS 
. . . IMPROVE- 
MENT t 


HOME PROJECTS 
. » PAINTING 


FALL APPLIANCE 
SHOW (Cont 


HEATERS 


CET THE HUNT 
ING GEAR 
READY (C 


FIFTH WEEK 


Sept. 27-Oct. 3 


FIRE-UP WITH 
SAFETY 


HOME PROJECTS 
. . . CLEAN UP 
THE GARDEN 


FIRE-UP WITH 
SAFETY (f 


HOME PROJECTS 
.. . CLEAN UP 
THE GARDEN 


FALL APPLIANCE 
SHOW 


Cant ) 


HEATERS 





ELECTRICIANS — K1500 SERIES 


CRESCENT SCREWDRIVERS 
with improved 


Blue Tenite Handles 


REGULAR 
K1300 SERIES 





SQUARE ROD — K1600 SERIES 


PHILLIPS POINT 


K1700 SERIES 
STUBBY 


REGULAR & PHILLIPS POINT 


EVERY CRESCENT SCREWDRIVER 


‘ IS INDIVIDUALLY TESTED 
Only in Crescent do you get 
/ / Crescent tests each and every screwdriver to 


this combination of handle and make sure that blades are hardened to exact 
blade superiority. The improved specifications .. . your assurance that Crescent 
‘ : tips will not break or twist. 
Tenite handle provides a firm, com- 
fortable grip that turns screws easily without 


causing hand blisters. The blade is hot forged, 


hardened full length, and then assembled to CRESCENT TOOLS ‘cowl BS, 
the handle under great pressure... Give Wings lo Work = 
it cannot turn loose or come apart. | 


Sign of the Cfrtisan 
Symbol of Erecllence 


Crescent is our trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 
CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
For Details Circle 14 on INQUIRY CARD 
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SEPTEMBER PROMOTIONS 





Home Projects 


... Painting 
Schedule: Aug. 30-Sept. 5 


OBJECTIVE—For the entire month of Sep- 
tember various promotions have been scheduled 
and grouped together under the theme of Home 
Projects. They include this first one, Painting, 
and Clean-Up and Fix-Up which is shown on this 
page. Others that follow are “Improvement,” 
and “Clean-Up The Garden.” You will get much 
more attention to these promotions by having 
them all tied up under the one theme of “Home 
Projects.” 


WINDOW-—The background is basically the 
same for all Home Project displays, so that all 
you will have to do is change the merchandise in 
the window and the sign which is titled “‘Work 
Sheet.” This can be a plain sheet of white paper 
on which you have hand written the copy as 
shown on each drawing. The large upright piece 
is an unpainted plywood panel. Across it attach 
a batten painted white with red lettering ““Home 
Projects ....” Attach a red card with white 
lettering on it. 


ADVERTISING—Either select special type or 
have an engraving made to be used in all of your 
advertising throughout the month with the 
theme words “Home Projects ....” Each time 

















you use an ad with this heading on it change 
the second line to fit the promotion such as 
“Painting,” and the next time “Clean-Up, Fix- 
Up,” ete. Each ad should follow with a para- 
graph similar to your worksheet. Follow with 
mat illustrations of various products or merely 
list the products and their price. 


... Clean-Up and Fix-Up 





ROJECTS... 


iihhht 

















AUGUST 1958 


WINDOW—Feature all types of items for re- 
pairing and cleaning things around the home. 
Also include rental items such as floor sanders, 
polishers, waxers, ete. The worksheet lists such 
items as “repair roof, replace hardware, repair 
plumbing, wax-polish floors, clean rugs, etc.” 
Display such items as needed to do these jobs. 


ADVERTISING—In newspaper ads use the 
standard head mentioned on this page along with 
the copy that appears on your worksheet in the 
window. Use several illustrations. Also feature 
three or four low-priced items to build up traffic. 
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HOME PROJECT PROMOTIONS (Sept.) 








WHA) NY 
HOME PROJECTS 
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... Improvements 


Schedule: Sept. 13-26 


WINDOW—Feature lighting fixtures, portable 
lamps, cabinet hardware, fireplace fixtures, and 
bathroom and kitchen fixtures and accessories, 
pictures, hampers, and any special building sup- 
plies that you may carry. One or more lighting 
fixtures can be attached to the background. Place 
fireplace screens and accessories in attractive po- 
sition in window. Show as much of the merchan- 
dise as possible without cluttering window. 


ADVERTISING-—Use same head as mentioned 
in the previous promotions for newspaper ads and 
mention the type of projects that apply to “Home 
Improvements.” An ad of this type would be 
more productive with illustrations of any of your 
more decorative type of items such as lighting 
fixtures, fireplace fixtures and accessories, hamp- 
ers, etc. To use radio, explain how a home can be 
made to look more cheerful and up-to-date with 
new items that are included in this promotion. 
This promotion would also lend itself to direct 
mail. Send out a packet type mailing piece with a 
letter explaining the “Home Project Time” and 
the things to look for in improving the home. 
Include with it folders and insert pieces regarding 
many of your items included in the campaign. 
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..Clean Up the Garden 


Schedule: Sept. 20-Oct. 3 


OBJECTIVE—This is the last opportunity of 
the season most dealers have for promoting gar- 
den merchandise. It would also be good to use this 
promotion as a clearance for seasonal items that 
won’t be used again until Spring. On your instore 
display you can have a sign made with the follow- 
ing copy “Stock Up Now for next season with 
these amazing bargains.” 


WINDOW—For the background the trellis can 
be added. This would make a good area to display 
steel goods, garden and other long-handled tools. 
Display other types of merchandise as shown. Be 
sure to tie-in with the idea of cleaning up the 
garden as mentioned on the worksheet. A lawn 
sweeper should be one of the featured items. If 
incinerators are allowed in your area also display 
them. 


ADVERTISING—On newspaper ads continue 
the special head and follow with “. . . Clean Up 
the Garden.” Then list the type of jobs to be done 
as listed on your worksheet. Items can be listed 
along with price. A few illustrations can be used 
effectively. If you use radio, stress the projects 
listed on the worksheet and then follow up with 
ape of merchandise needed to do these particular 
jobs. 
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Fire Up with Safety 


Schedule: Sept. 27-Oct. 10 


OBJECTIVE—This promotion was scheduled 
to precede and tie-in with Fire Prevention Week. 
Feature all types of equipment such as fireplace 
supplies, space heaters, electrical supplies, etc. 


WINDOW—Use diamond-shaped card with top 
half in black lettering on white background and 
the bottom in reverse. Cut out red card to ap- 
pear as flames and attach to sign. Also use 
several cutout flame cards with the word “fire- 
proof” on them and place in various parts of 
window as shown. 


ADVERTISING—In newspaper ads mention 
your tie-in with Fire Prevention Week and list 
many of the items a person should check in their 
homes. The direct-mail campaign could be very 
effective, too. Use a letter with folders and 
inserts. 
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Multiply 
your rental 
prospects 





Li 


Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
++ greatly increases rental possibilities. The JW12 rents for 


@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 
coupon now. 

SALES AND SERVICE CENTERS IN MAJOR CITIES. 


UG, MANUFACTURING CO. 


BETTER FLOOR MACHINES 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 


30 


FOR MORE THAN 30 YEARS 


HOLT MFG. CO. Dept. K-8 
669 - 20th St., Oakland 12, Colif., or 272 Badger Ave., Newark 8, N. J. 


Please send me details on Holt JW12 for rental use. 


NAME POSITION 








FIRM. 





ADDRESS. 





For Details Circle 15 on INQUIRY CARD 
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| STICKLEBACK 
DRILL ROUTER STICKLEBACK | 
DRILL ROUTER 


FOUR - COLOR, POINT - OF - PUR- 
CHASE packaging with each Stickle- 
back drill router also features trans- 
parent plastic tube to protect tool 
from handling damage.—Tec Imports 
For Details Circle 241 on INQUIRY CARD 


SEE-PACK is a colorfully printed 
boat encased in a removable clear 
plastic sleeve for brass padlock. Pull- 
out tab allows it to be hung on Peg- 
Board displays, wire racks, ete. — 
Slaymaker Lock Company 

For Details Circle 242 on INQUIRY CARD 


ROTARY FILES with Dial-A-File 
control makes finding the right record 
easier than dialing a phone. Just one 
flick of dial brings records to opera- 
tor’s finger-tips. — Diebold Incorpo- 
rated 

For Details Circle 243 on INQUIRY CARD 


a4 


Merchandising Aids 





“lan, 


PLIER ASSORTMENT in a display 
container that stimulates sales _ in- 
cludes four nippers, four all-purpose 
and four long nose pliers. All drop 
forged with polished heads. — Fuller 
Tool Company 

For Details Circle 244 on INQUIRY CARD 


COLORFUL PACKAGING and sleeve 
labels carry story of “Icy-Hot” line 
of vacuum bottles as well as illustra- 
tion of all exclusive features. De- 
signed for self-service —The Ameri- 
can Thermos Products Co. 

For Details Circle 245 on INQUIRY CARD 
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INDIVIDUAL PACKAGE for bits 
and chisels aims for self-service sales. 
Boxboard holder slides in and out of 
transparent acetate sleeve for inspec- 
tion. Tool size is labeled on package. 
—Greenlee Tool Co. 

For Details Circle 246 on INQUIRY CARD 





ELECTRIC SELECTOR for sprayer 
and duster assortment operates by 
plug at end of wire inserted into hole 
alongside job to be done. Light flashes 
indicating sprayer or duster recom- 
mended.—H. D. Hudson Mfg. Co. 

For Details Circle 247 on INQUIRY CARD 


“WINDOW PACKAGE” for furniture 
cups is designed to form display for 
self-service counters. Comes four in 
a package, one pack for each piece of 
furniture.—The Bassick Company 
For Details Circle 248 on INQUIRY CARD 


RURAL MAIL BOX PACKAGE has 
“new look insignia” of USS along 
with point of sale messages in circles 
on package done in red and blue for 
striking effect.—United States Steel 
Products, Div. of USS Corp. 

For Details Circle 249 on INQUIRY CARD 
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IMPRINT SPACE 


3 Pc. Aluminum 
SAUCEPAN SET 


fi Unbelieveds INSIDE AND OUTSIDE display developed by The Mela- 
J’ LASWLIGHT BATTERIES 


mine Council for demonstrating the versatility of mela- 
mine dinnerware takes up 8’ x 12’ and is split down the 
middle to suggest a dining room and a patio setting. 

For Details Circle 250 on INQUIRY CARD 


FALL CIRCULAR in four colors features specially priced 
items with season appeal in housewares, tools, builders 
hardware and seasonal goods. Store trim kit and news- 
paper mat included. Prepared by Cosgrave & Associates 











IN CALIFORNIA: 


TED DRYER, well-known authority 
in housewares and furnishings field 
serving you from Los Angeles 


headquarters 


J. KINGSLEY, newly appointed 
Flexscreen representative, serving 
you from our San Francisco ware- 
house — where full Flexscreen stocks 
are maintained for the entire West 


Coast. 


America’s finest 
fireplace accessories 
are now as near as 
your telephone... 


BENNETT-IRELAND, INC. 


AUGUST 1958 


























Here's your combination for more fire- 
place profits — famous Flexscreen’s 
great new line of firescreens and 
matching accessories — plus new and 
expanded service facilities on the 
West Coast. Prompt and personal 
service from our sales representatives 
is now backed up by prompt deliveries 


For Details Circle 16 on INQUIRY CARD 
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REG U.S. & CANADA PAT. OFF 


IN THE NORTHWEST: 


BILL McGEE, of the William J 
McGee Company in Seattle, gives 
excellent service to Flexscreen re- 


tailers in Washington and Oregon 


from our new Coast warehcuse in 
San Francisco. 

GET THE FULL STORY....and get 
ready now to enjoy the biggest year 
ever in your fireplace department 
Call your Flexscreen representative 
— or write for big Color Catalog and 
full profit details. 


307 West 8th St., Los Angeles, Calif. e 1355 Market St., San Francisco, Calif 
502-C Maritime Bldg., Seattle 4, Washington 





TO RECEIVE ANY OF THIS PRINTED MATTER CIRCLE 
NUMBER ON INQUIRY CARD, PAGE 48 


LINK CATALOG A and Link 
Chart B issued by the O. P. Link 
Handle Co., Inc., as an aid in deter- 
mining which handle correctly fits the 
tool. Catalog A illustrates Link han- 
dles giving specifications and other 
related data. Article on warpage in 
hickory handles and wood borers is 
also included in 10-page catalog. 
Chart B helps you select the right 
handle for ball pein, engineers, 
blacksmith, riveting, machinist, tin- 
ners and other hammers. 

For Details Circle 211 on INQUIRY CARD 


JIFFY HI-SPEED MIXER product 
information is described and shown 
in use with various materials in a 
sales leaflet published by the Jiffy 
Mixer Co. Leaflet explains how it 
mixes paints, sheet rock mud, putty, 
thiocol, cement, latex, chemicals and 
many other hard to mix materials, 
as well as the tool’s hydraulic mixing 
principle. 

For Details Circle 212 on INQUIRY CARD 


FOLDERS ON PEG-BOARD FIX- 
TURES for distribution to retail cus- 
tomers are available from Masonite 
Corporation. No. 5803 is an insert 
for use on the fixture dispenser, No. 
5804 is an 8%” giveaway which il- 
lustrates several home uses of Peg- 
Board panels and fixtures, while No. 
5805 is an envelope inset that is a 
replica of the large folder. 

For Details Circle 213 on INQUIRY CARD 


“HOW TO USE HAND TOOLS” 
is the title of this 40-page booklet 
issued by the Crescent Tool Company 
which is illustrated with 58 how-to- 
do-it pictures showing 30 different 
tools in use. This booklet is a revised 
and enlarged edition offered several 
years ago. 

For Details Circle 214 on INQUIRY CARD 


“WHEN YOU NEED A WATER 
WELL,” an informative pamphlet 
published by the National Water Well 
Association. Copies of the booklet 
cost 10 cents each. 

For Details Circle 215 on INQUIRY CARD 
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INFRARED LAMPS, their appli- 
cations in industry for heating, dry- 
ing and baking is the subject of 
this eight-page brochure issued by 
Sylvania Electric Products Inc. In- 
cluded is helpful hints on planning 
an infrared installation, how to de- 
termine power requirements and how 
infrared operates. 

For Details Circle 216 on INQUIRY CARD 


TOOL CATALOG issued by Gold- 
blatt Tool Company is an 88-page 
catalog containing more than 1200 
tools. Book is of special interest to 
brick masons and plasterers, lathers, 
drywall applicators, tile setters, ce- 
ment finishers and general contrac- 
tors. 

For Details Circle 217 on INQUIRY CARD 


FULL COLOR CATALOG issued by 
the South Bend Toy Manufacturing 
Company provides buyer with com- 
plete descriptions and specifications 
on every item in the firm’s line of 50 
models. Included are doll carriages, 
strollers, rockers, table and chair 
sets, doll bassinets, shoo-flys, toy 
chests, blackboards, vanities and a 
new bowling game. 
For Details Circle 218 on INQUIRY CARD 


TAKE THE SHORT CUT TO 
SALES, is an 8-page brochure dis- 
tributed by Universal Match Corpo- 
ration regarding match book adver- 
tising. This was designed to show 
how to get the most out of direct 
mail advertising. It is also coupled 
with special packaging advertising 
that can be had on match books. 

For Details Circle 219 on INQUIRY CARD 


HOW TO SELL AND SAVE with 
match book advertising is the title 
of this four-page brochure issued by 
the Universal Match Corporation. 
Brochure explains the various forms 
and applications of match book ad- 
vertising along with distribution 
plans for all businesses. 

For Details Circle 220 on INQUIRY CARD 


STAR LIGHT CATALOG § shows 
the latest in lighting fixture fashions 
in full color, Issued by Thomas In- 
dustries, Inc., this 12-page catalog 
illustrates and describes decorative 
and functional ideas in home lighting. 

For Details Circle 221 on INQUIRY CARD 


AUTOMATIC DOOR OPERATOR 
folder issued by Electronics Corpora- 
tion of America describes and illus- 
trates benefits of automatic door op- 
eration, installation and safety fea- 
tures. Also included are specifications 
and order data. 

For Details Circle 222 on INQUIRY CARD 


GARDEN TOOLS, products of 
Wilinson Sword Limited, are pre- 
sented in an eight page brochure. 
Line includes pruners of all types, 
shears, edgers, etc. Sold in this 
country by Connoisseur Garden & 
Home Company. 

For Details Circle 223 on INQUIRY CARD 


“BASIC ACCOUNTING FOR 
SMALL PARTNERSHIPS” is the 
title of this leaflet available from the 
Small Business Administration office 
nearest you. Leaflet tells how to avoid 
partner management pitfalls through 
application of sound accounting pro- 
cedures, 

For Details Circle 224 on INQUIRY CARD 
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SPRING HINGES CATALOG is- 
sued by the Chicago Spring Hinge 
Company is a 52-page book covering 
the company’s complete line. Included 
is a list of finishes and symbols and 
comparative symbols of hardware 
manufacturers, butt type, double and 
single acting spring hinges; pivot 
type, double acting spring hinges; 
lavatory door, butt type and surface 
type; louver door, screen and cabinet 
hinges; door springs, spring steel 
buffers, cold storage room door clos- 
ers, etc. 

For Details Circle 225 on INQUIRY CARD 


PORTABLE ELECTRIC SPEED- 
TOOLS for professional craftsmen 
and the home workshop ‘do-it-your- 
self” trade is featured in Thor’s 1958, 
16-page catalog which included illus- 
trations and_ specifications on % 
through %-inch drills, drill attach- 
ments, kits, stands, grinders, jig saws, 
polishers, sanders, polisher and 
sander kits, saws, and accessories for 
all Thor electric tools. 

For Details Circle 226 on INQUIRY CARD 


FIREPLACE CONSTRUCTION 
EQUIPMENT is described and illus- 
trated in bulletin VC-100 issued by 
Bennet-Ireland, Inc., and titled, “A 
Throat Damper for Any Fireplace.” 
The 12-page bulletin included sugges- 
tions for fireplace construction, floor 
plan requirements and hints for ma- 
sons, 

For Details Circle 227 on INQUIRY CARD 


“HOW TO JUDGE A LIGHT 
BULB” is the title of this eight-page 
booklet issued by the Westinghouse 
lamp division. It contains numerous 
facts about light bulb life, light out- 
put, and the cost of light. Purpose of 
the booklet is to assist the consumer 
in making a wise choice when select- 
ing light bulbs. 

For Details Circle 228 on INQUIRY CARD 


“GET ON THE ‘FAN WAGON’ 
EARLY” is the title of this eight- 
page booklet issued by National Elec- 
trical Manufacturers Association. 
Booklet provides detailed information 
about both in-store and window dis- 
play contest sponsored by the associ- 
ation. 

For Details Circle 229 on INQUIRY CARD 


HOUSEWARES COLOR DISPLAY 
four-page catalog issued by The Plas- 
Tex Corporation illustrates and de- 
scribed the company’s full line includ- 
ing dealer’s cost and retail selling 
price of each item. 

For Details Circle 230 on INQUIRY CARD 


PRESSURE TANK for water sys- 
tem which offers high resistance to 
corrosion and is “fire cured” is de- 
scribed in a catalog sheet issued by 
The F. E. Myers & Bro. Co. 

For Details Circle 231 on INQUIRY CARD 
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POCKET DOOR FRAME BULLE- 
TIN issued by American Screen Prod- 
ucts Co. describes and points out in 
four pages features of Handi-Frame. 
Construction, operation and door 
sizes are also detailed. Easy installa- 
tion is explained along with sequence 
photographs showing actual construc- 
tion. 

For Details Circle 236 on INQUIRY CARD 


DOLPHIN SUBMERSIBLE 
PUMPS are described and illustrated 
in this six-page folder issued by the 
Rapidayton division of The Tait Man- 
ufacturing Co. Included are specifi- 
cations and capacities. 

For Details Circle 237 on INQUIRY CARD 


SERVICEMASTER V-BAND 
TUBE JOINT four-page catalog sheet 
issued by the Marman division of the 
Aeroquip Corporation describes and 
illustrates the many uses of the tube 
joint along with specifications and 
ordering information. 

For Details Circle 238 on INQUIRY CARD 


INSTRUCTION MANUAL for ver- 
ticlosed pump motors issued by U. S. 
Electrical Motors, Inc. includes illus- 
trations and charted instruction cov- 
ering both the verticlosed type CFU, 
oil lubricated, and type SCU, grease- 
lubricated motors. 

For Details Circle 239 on INQUIRY CARD 
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PICTURE OF A MAN MAKING $673 
That's right, profit — $673 of it! And he makes it in the first year 
on only one Clarke rug shampoo machine and the wet-dry 
vacuum cleaner that goes with it. Like dealers everywhere, he's 
discovered the shampoo machine is the hottest thing in rentals. 
And it’s plenty hot. By renting the machine only twice a week, 


? 


he averages an extra yearly profit of $673 in rental fees and in- 
come from shampoo and impulse sales. 


You'll enjoy this extra income, too, when you start you? Clarke 
rental department. Clarke offers you a complete line of depend- 
able floor machines to rent and gives you all the selling aids you 
need — mats, radio scripts, banners, mailers —to promote your 
department and build your profits. Write for details now, 


larke SANDING MACHINE COMPANY 
668 E. Clay Avenue, Muskegon, Michigan 


Authorized Sales Representatives and Service Branches in Principal Cities 
In Canada: Clarke Sanding Machine Co. (Can.) Ltd., 21 Advance Rd., Toronto 18, Ont. 


Floor Polisher Floor Sander 


Wet-Dry Vacuum Cleaner 


Floor Edger Rug Shampoo Machine 
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“PROFIT FILE” offered by The 
F. E. Myers & Bro. Co. includes more 
than 50 merchandising and advertis- 
ing aids. The file, which is tabbed 
and presented in loose leaf fashion 
for easy catalog insertion, is divided 
into three basic sections. One offers 
mailing literature, advertising mats 
and electros, television and radio 
sports, posters and decals available. 
Another section is devoted to adver- 
tising specialties while the third sec- 
tion lists identification signs, demon- 
strator units and displays. 
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PACKAGING OPPORTUNITIES 
are discussed in this 16-page booklet 
published by U. S. Industrial Chemi- 
cals Co., division of National Dis- 
tillers and Chemicals Corporation. 
Booklet describes the use of poly- 
ethylene in coatings, films, and mold- 
ings, and shows specific applications 
where each of these forms is used. 

For Details Circle 276 on INQUIRY CARD 


SALES-ENGINEERING MANUAL 
distributed by the Kelco division, 
Wells Aluminum Corporation, de- 
scribes and gives specifications of the 
complete line of Kelco jalousie and 
picture windows and jalousie doors. 
Installation drawings and parts iden- 
tification are included. 

For Details Circle 277 on INQUIRY CARD 


FREE LITERATURE 





BARBECUES AND BARBECUE 
ACCESSORIES are described and 
illustrated in this eight-page bulletin 
issued by Big Boy Manufacturing 
Company. Included are braziers from 
the economical Fliperette to the de- 
luxe $329.95 model. Accessories in- 
clude motors, work boards, grills, 
smoke adapters, spit baskets, fire 
mitts, reflector shields, tongs, fire 
rakes, meat thermometer, fire starters 
and cook book. 

For Details Circle 278 on INQUIRY CARD 


DOOR HARDWARE for stores and 
homes is described and illustrated in 
this 2l-page catalog issued by Elmer 
T. Herbert, Inc., showing the com- 
plete line of beautiful and functional 
door hardware for all types of doors, 
custom and stock — metal, metal- 
framed, glass and wood. Catalog is 
illustrated with photographs and 
drawings giving complete dimensions. 
It is punched for permanent refer- 
ence. 
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AUTOMOTIVE KEY BLANKS 
CATALOG issued by the Taylor Lock 
Co. contains keys for 81 different ve- 
hicles produced in England, France, 
Germany, Italy and Sweden. Also in- 
cluded are key blanks for popular 
U. S. vehicles from 1940-58 and a 
U. S. key blank comparative list. 

For Details Circle 280 on INQUIRY CARD 





MORE POPULAR 
THAN EVER.. 


in their 
“SERVE 


YOURSELF” 
packet 





Since 1900 


Moore Picture Hangers in their handsome, 
colorful Picture Window Packets sell faster, with 
less effort. They're easier to display, easier to 
handle, and the 4 different sizes are more 
quickly identified. For more picture hanger 
sales, stock these 58-year favorites, NOW IN 
TODAY'S MOST MODERN HANGER PACKAGE. 


MOORE PUSH-PIN CO. 





BELONGS ON 
YOUR COUNTER 


The Moore 720B Counter 











Display. 72 Packet ca- 
pacity, yet is only 10%"’ 
high, with 9'’ diameter 
base. All metal. Revolves. 
Ask your jobber. 


Vakers of famous Moore Push-Pins 


113-25 BERKLEY ST. 


PHILA. 44, PA. 
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BOOKS—For Sale and Resale 


OUTDOOR FAMILY FUN IN THE 
WEST, a veritable encyclopedia of 
typically Western outdoor activities 
published by Lane Publishing Co. 
Price $1.75. 

This new book contains ideas and 
instructions to suit nearly everyone’s 
interest, time, and location: projects 
for a single Sunday afternoon, entire 
weekend, or full vacation for people 
living anywhere between Seattle and 
San Diego. 

Newcomers to the West will find 
this book worth its weight in gold— 
for it shows them where to go to par- 
ticipate in real Western life, how to 
get there, what to take, what to ex- 
pect, be it a more successful visit to 
Disneyland or a gold-panning expedi- 
tion. 

This book is quite comprehensive in 
covering such things as clam-digging, 
rock hunting, collecting and preserv- 
ing butterflies, bugs, wild flowers, and 
leaves, fossils, minerals, petrified 
woods and many other things that 
can be done out in Nature’s back 
yard. 

For Details Circle 232 on INQUIRY CARD 


HOW TO BUILD FENCES AND 
GATES, revised edition published by 
Lane Publishing Company. Price $1.75 

In its 112 pages, the book explains 
the basic and necessary techniques of 
planning, constructing, and maintain- 
ing all types of fences and then 
makes the information most useful by 
showing how to incorporate the dif- 
ferent fences in landscaping plans. 
This revision not only surpasses the 
original edition by 16 pages, but also 
includes information on new fence 
materials such as plastic, asbestos 
hardboard, and aluminum. Also there 
are 132 new illustrations making a 
total of 305. 

This book which is excellent for 
hardware resale could be displayed in 
a special area showing all types of 
fencing materials and tools. 
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BRITISH COLUMBIA, a Sunset 
discovery book, published by Lane 
Publishing Company, Menlo Park, 
California. Price $1.75. 

This is Centennial year for British 
Columbia and this book has been put 
out for those persons who will visit 
British Columbia at this time. It has 
a complete guide to the province as 
well as to the Canadian Rocky Moun- 
tain National Parks. 
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“3033 RETAILING IDEAS”, com- 
piled by Emmanuel Lyons, third edi- 
tion, 306 pages, published by William 
J. Papp. Price $3.95. 

The book contains 40 chapters cov- 
ering retail selling, promotion, mer- 
chandising and advertising. The book 
is used by every type of retail estab- 
lishment. 
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LOOK! Smo-o0-0-th Edge 


Wright Weldedge Hardware Cloth 


has strength and rigidity . . . heavy gal- 
vanizing . . . uniform and smooth edge... 
unrolls straight and flat. 2x 2,3x3, 4x4 
and 8 x 8 mesh. 


Available from jobbers everywhere 


G. F. WRIGHT STEEL & WIRE CO. 


WORCESTER, MASSACHUSETTS 


Sales Office and Warehouse: 
909 Santa Fe Ave., Los Angeles, Cal. 
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It wouldn’t have 


happened with (Lewy 








Lewis bolts and nuts are precision 
built, threaded to spinning fit. You 
can depend on Lewis to do the 
job right. And you'll enjoy handling 
and selling the Lewis line because 
it’s a quality product in a quality 
package. A package that is durable 
and clearly marked. 
See your jobber or write for details. 


BOLT & NUT COMPANY 
504 Malcolm Ave. S. E. 
MINNEAPOLIS 14, MINNESOTA 


For Details Circle 21 on INQUIRY CARD 
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3-pc. Polished Brass HOODED ENSEMBLE 


Complete with hanging poker and brush. 
oohegs 
to retail at 
. Write for 16-page 
Green Valve tag Booklet 


4865 San Fernando Rd. West ¢ Los Angeles 39, Calif. 
For Details Circle 20 on INQUIRY CARD 








RUBBER 
POPPET 


VALVES Be csce.rt0or 


EIGHT SIZES... 
many leading pump 
manufacturers use Strataflo 
as original equipment. 





NO SPRINGS 





Won’t Stick... Don't Leak 


Strataflo Foot and Check Valves end leakage troubles, 
save wear and tear on pumps and save their cost in serv- 
ice calls. Strainer won’t clog or corrode. They are ideal 
for jet-type pumps. Write for Bulletin 1003. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 
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ABOUT 


PEOPLE 


V. G. Scott W. D. Peabody 


The Wood Shovel & Tool Co. of 
Piqua, Ohio, announced the appoint- 
ment of V. G. Scott as vice president 
in charge of sales planning and pro- 
motion. Scott will be responsible for 
product development and improve- 
ment, pricing, developing of new 
markets, advertising and promotion, 
and sales forecasting. 

Scott joined Wood in 1942 as assis- 
tant manager of sales, became sales 
manager in 1946, and vice president 
in 1957. 

The company also announced the 
appointment of W. D. Peabody as 
sales manager, Peabody has _ been 
with Wood since 1949, and was as- 
sistant sales manager since 1951. 


Clemson 
Appoints 
Sales 

Manager 


Hugh B. 
Jackson 


Hugh B. Jackson has been appoint- 
ed general sales manager of Clemson 
Bros., Inc., and its affiliate, the Victor 
Saw Works, Inc., Middletown, N. Y. 

Prior to joining Clemson as district 
sales manager in Kansas City, Mo., 
four years ago, Jackson was associ- 
ated with the Shirley Corp. Jackson 
will make his headquarters in Middle- 
town. 


Chicopee 
Names 
General 
Manager 


George H. Day es 


George H. Day II, has assumed the 
newly-created post of general man- 
ager of Screen Products of Chicopee 
Mills, Buford, Ga. Day will make his 
headquarters at the company’s main 
office in New York, N. Y. 

He will supervise manufacturing, 
sales and advertising of Chicopee’s 
Fiberglas and Lumite Saran Screen- 
ing. 


Campbell 
Chain 

V.P. For 
Marketing 


Albert A. 
Hally 


Albert A. Hally has been appointed 
vice president for marketing, Camp- 
bell Chain Company, York, Pa. Hally 
joined the company in 1954 as sales 
manager. Hally previously was re- 
gional sales manager of Dennison 
Manufacturing Co., and sales man- 
ager for the Permacel Tape division 
of Johnson & Johnson. 


Airex Names Ass't S.M. 


Maurice Hoffman has been appointed 
assistant sales manager for the Airex 
Corporation, New York, N. Y. Hoff- 
man has had more than 30 years’ ex- 
perience in the fishing tackle field. 
For the past year Hoffman has served 
as Eastern regional sales representa- 
tive. He will be in charge of setting 
up and coordinating Airex participa- 
tion in tackle shows. 


Graham 
Elects 
Vice 
President 


John S. 
Buckley 


John S. Buckley has been elected 
vice president of the John H. Graham 
& Co., Inc., New York, N. Y., na- 
tional manufacturers agents of hard- 
ware, housewares, garden and build- 
ing supply, and sporting goods prod- 
ucts. 

Buckley joined the company in 
1945 and in 1946 was made assistant 
export manager. In 1956 he was 
elected account vice president, gar- 
den tools. 


Haseltine Forms 
Sports Division 


PORTLAND—J. E. Haseltine & Co. 
has announced that their sporting 
goods department which is now 26 
years old has been set up into a sepa- 
rate division of the company. Harry 
England has become manager of the 
division. 

The firm has served hardware and 
sporting goods dealers in Oregon, 
Southwest Washington and Northern 
California. Four full time sporting 
goods men and two combination men 
represent the firm in this territory. 


Yale Western S.M. 


SAN LEANDRO, Calif.—John J. 
Garrity has been named Hoist district 
sales manager for Yale & Towne 
Manufacturing Company in the San 
Francisco territory. He will cover 
Northern California, Northern Ne- 
vada, Utah and Hawaii, and will su- 
pervise and assist in the sale of Yale 
electric and hand hoists through 30 
industrial supply firms. Garrity has 
been district sales representative in 
the Detroit, Mich., area since 1954. 
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Klein 
Elects 
Vice 
President 


Mathias A. 
Klein, Jr. 


Aa 


Mathias A. Klein, Jr., has been 
elected vice president of Mathias 
Klein & Sons, Chicago, Ill. Mathias 
Klein & Sons, in its 101st year, is 
under the management of the third 
and fourth generations of the Klein 
family. 

Also elected was Richard T. Klein 
as secretary of the company. 


Distribution Center Plans 


SAN FRANCISCO— Westinghouse 
Electric Corporation announced plans 
to build a product distribution center 
in San Lorenzo, just south of Oakland. 

Walter J. Maytham, Pacific Coast 
vice president for Westinghouse, said 
the new building will be part of a na- 
tion-wide network of distribution cen- 
ters being established to provide im- 
proved customer service and shorter 
product delivery time. 

Construction will start August 1 
and the one-story building which has 
107,000 square feet of floor space, is 
scheduled for completion by the end 
of November, 1958. J. H. Pomeroy & 
Co., Inc., of San Francisco, is the gen- 
eral contractor. Maytham said the 
distribution center will consolidate 
several Westinghouse activities in the 
central West Coast area. 


Ernst Adds Heaters 


SEATTLE — Ernst Hardware, the 
oldest chain of retail hardware stores 
in the Pacific Northwest has added a 
complete line of electric heating 
products in all of the 11 stores serv- 
ing greater Seattle. 

They will feature Northwest made 
products—Futura and Electro-Ray 
Automatic baseboard heat—produced 
by Electro Products Manufacturing 
Co., Vancouver, Washington. 
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LOS ANGELES POT & KETTLE CLUB ELECTS OFFICERS 


TAKING OVER THE REIGNS of the Los Angeles Pot & Kettle Club are the 


newly elected officers above who were installed June 7. 


The new faces are 


(from left) Daniel Boone, director, rep; Ted Dryer, recording secretary, rep; 


Frank Ferris, corresponding secretary; retiring president 


Dave Nielson,, 


Charles G. Putnam Co.; Dick Howard, president-elect, Harper & Reynolds 
Corp.; B. J. Badham III, 1st vice president, Hoffman Hardware Co.; Howard 
Whitney, 2nd vice president, rep; W. R. (Mac) MacGibbons, treasurer, A. Walt 
Runglin Co., and George Wilcox, director, rep, not shown. 


Kwikset 
Appoints 
Western 
Sales 
Rep 


Marvin J. 
Setzer 


ANAHEIM, Calif. Marvin J. 
Setzer has joined Kwikset Sales and 
Service Company as sales representa- 
tive in the Arizona and New Mexico 
territory. Setzer has had previous 
sales experience with Potlach For- 
ests, Inc., and operated his own whole- 
sale lumber company in Los Angeles. 
The company’s main office is located 
here. Setzer will make his headquar- 
ters in Phoenix, Ariz. 


Amery and Sons Sold 


WALLA WALLA, Wash. — Total 
ownership of Amery and Sons, Inc. 
was secured recently by Ernest 
Amery and his son, Don. 

The two purchased the interest from 
Fred Amery and Rowland Amery. 

The firm which wholesales hard 
ware, automotive, industrial, and farm 
supplies will have as officials: Ernest 
Amery, president and general man- 
ager; Donald Amery, vice president 
and sales manager; and Mrs. Ernest 
Amery, secretary-treasurer. 


CF&I Elects V.P. 


Charles R. Tyson has been elected 
executive vice president of The Colo- 
rado Fuel and Iron Corporation. He 
is also executive vice president of 
John A. Roebling’s Sons Corporation, 
a wholly-owned subsidiary with head- 
quarters in Trenton, N. J. He has 
held this post since the Roebling firm 
was acquired by CF&I in 1952, and 
has been a member of the board of 
CF&I since 1953. 


Red Devil 
Appoints 
Sales 

Manager 


William O. 
Austin, Jr. 


William O. Austin, Jr. was ap- 
pointed sales manager of Red Devil 
Tools. In his new position, Austin 
will be in charge of the entire sales 
department and initially will travel 
throughout the United States to as- 
sist, advise and help increase con- 
tact between Red Devil and its cus- 
tomers. 

Austin joined Red Devil in 1950 
in the Philadelphia office as a district 
sales manager. Three years ago he 
was transfered to the Los Angeles 
office in the same capacity, and was 
later named Western regional sales 
manager in charge of 11 states. He 
will operate out of the company’s 
main office in Union, New Jersey. 


LF&C 
Elects 
Director 


Stanley G. 
Fisher 


Stanley G. Fisher, president and 
general sales manager of Landers, 
Frary & Clark, has been elected a di- 
rector of Landers. Fisher joined 
Landers in 1946 and held various sales 
positions. He was elected a vice pres- 
ident of the company in 1954 and 
general sales manager in 1955. He is 
a past chairman of the Electric 
Houeswares section of NEMA. 
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FIRST VISE-GRIP CONTEST WINNERS COLLECT 
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== 


2) 


ghecacilf 


FIRST MONTH’S WINNERS in Petersen Manufacturing Company’s “$4200 
Reward” contest were E. J. O’Kelly, owner of Georgetown Hardware, and 
Vise-Grip purchaser James Stephenson, Seattle, Wash. Receiving their $200 
checks from Petersen factory representatives are (from left) O'Kelly, Larry 
Phillips, company sales rep; Stephenson, and Al Harms, company sales man- 
ager. Stephenson submitted the longest, practical list of uses he had found for 
Vise-Grip while O’Kelly, as his dealer, won the same amount. 


38 States Represented In 
National Hardware Show 


With the exhibitor list for 1958 
still incomplete, a tally shows 38 
states represented by manufacturers 
of general hardware items, lawn, 
garden and outdoor living furniture, 
supplies and accessories, light farm 
products and related merchandise in 
the National Hardware Show Sept. 
29-Oct. 3 in the Coliseum at New 
York. 

Frank M. Yeager, managing direc- 
tor of the show, reports 1024 exhibi 
tors at last year’s show and a buyer 
registration of 43,134 with only two 
states, Nevada and South Dakota, not 
represented in the registered atten 
dance, 

In addition buyer registration has 
been made from 41 foreign countries 
and territories. Of the exhibitors ap- 
pearing on the partial list, New York 
leads with 194 followed by Illinois 
with 89; Pennsylvania, 60; Ohio, 53: 
New Jersey, 46; Massachusetts, 34: 
Wisconsin, 29; Michigan, 27; Califor- 
nia, 24; Missouri, 20; Connecticut, 19: 
Indiana, 19; Minnesota, 14; Maryland, 
9; Rhode Island, 8; Texas, 6: Iowa 
and Georgia, 5. 


Simoniz Merch Director 


Paul J. Greenfield has been pro- 
moted to the position of director of 
merchandising of Simoniz Company, 
Chicago, Ill. Greenfield has been as- 
sociated with Simoniz for nearly four 
years in product management. 
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Betette 
Forms 
Own Rep 
Company 


Robert M. 
Betette 


SAN FRANCISCO — Robert M. 
Betette, formerly vice president in 
charge of sales for the D. E. Sanford 
Co., national sales manager and di- 
rector of the Fred Roberts Co., has 
resigned his position to form the 
Robert M. Betette Co., manufactur- 
ers’ representatives and export rep- 
resentative for housewares, giftwares 
and appliances, World Trade Center, 
Ferry Building, here. 

Betette, affiliated with the D. E. 
Sanford Co. and the last three years 
with the Fred Roberts Co., will be 
retained by the Roberts Company as 
a consultant. 


Keroff Heads Western Sales 


Supreme Products Corporation. 
2222 S. Calumet Ave., Chicago, has 
appointed Marshall Keroff as West 
ern Manager for Hardware Sales. 
Chester M. Gaudian was named West- 
ern Manager in charge of Industrial 
Sales. The division of sales respon- 
sibility has been necessitated accord- 
ing to the firm by the large number 
of new products recently introduced. 


Retailer Helps Braille 
Institute Get Power Tool 


LOS ANGELES—The Braille In- 
stitute of Los Angeles has just been 
presented with a gift of a RIDGID 
500 A power threader by the Ridge 
Tool Company of Elyria, Ohio. The 
gift was made possible through the 
efforts of Jesse Costilla, owner of a 
hardware store at 4538 Brooklyn 
Avenue, here, 

Retailer Costilla became totally 
blind during World War II when 
jumping in an invasion landing with 
the 101st Airborne Division on Cor- 
regidor. 

Following hospitalization, Costilla 
was given mechanical training by 
the government, although he had no 
previous experience in this field. This, 
plus the added combination of courage 
and persistence, led him to open his 
own store and then to attend the 
Hardware Show in Long Beach, Calif. 
last year to “see”? new equipment. 

There he met Ridge Tool’s Seth 
Smith, who sold Costilla a 500 A 
power threader for his own use and 
who was instrumental in having Ridge 
make special Braille guides and dies 
for the young veteran. 

Costilla then told his fellow mem- 
bers of the Blinded Veterans Associa- 
tion about it and said that he would 
do his best to have one donated for 
vocational training if only they could 
get a place for boys to train on it. 
The Braille Institute was suggested 
as a home for the machine and others 
that may come through philanthropic 
contributions and bequests in wills. 


True Tackle Pacific S.M. 


Edwain J. Olson has been appointed 
Pacific Northwest regional sales man- 
ager for True Temper Corporation’s 
American Tackle Division, it was an- 
nounced by Howard Egger, sales man- 
ager for the division. 

Formerly regional sales manager 
in the Midwest, Olson has spent 25 
years in the fishing tackle trade. He 
has served as a distributor salesman, 
owner-operator of a retail store, fish 
ing guide and holds a number of cast 
ing championships. 


American Hardware Div. 
ANAHEIM, Calif.—Kwikset Locks, 


Inc., which became a subsidiary of 
The American Hardware Corporation 
through an exchange of stock in July, 
1957, has now become a division of 
American Hardware. The change be- 
came effective last July 1. 

Under the new corporate structure, 
the manufacturing company will be 
known as the Kwikset Division of 
American Hardware. A sales subsidi- 
ary, Kwikset Sales & Service Com- 
pany, will continue to handle all of 
the division’s sales matters but will 
operate as a subsidiary of The Amer- 
ican Hardware Corporation. 
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STEUBEN CUP AWARD 


MEMBERSHIP in Pyrex Ware $100,- 
000 club is awarded to M. Seller Co., 
Portland for purchases of Pyrex Ware 
in excess of $100,000 during 1957. Ac- 
cepting the award for M. Seller Co. 
are (from left) Ray Marrs and Gerald 
Oesterreicher, general manager. Bill 
Gahlsdorf, Corning Glass Works, 
makes the presentation. 


Standard Screw S.M. 


H. T. Thompson has been promoted 
to sales manager, standard fastener 
products, for the Chicago Screw Com- 
pany division, Standard Screw Com- 
pany, Bellwood, III. 

Other changes include election of 
E. L. Claussen as vice president in 
charge of Stanscrew sales and ap- 
pointment of R. W. Grady as Stand- 
ard fasteners sales manager, Hart- 
ford Machine Screw division. W. J. 
Cox continues to supervise Stanscrew 
sales activities for the firm’s Western 
Automatic Screw Company division. 


Behr-Manning Shift 


LOS ANGELES A re-alignment 
of divisional manager assignments on 
the West Coast has been announced 
by the Behr-Manning Co. of Troy, N. 
Y. John D. Anderson, divisional man- 
ager with headquarters here has been 
assigned additional territorial re- 
sponsibility in general trades sales. 
Robert R. O’Neill became divisional 
manager of sales to the automotive 
repaint trade. 


Chambers Distributors 


Chambers Built-Ins, Inc., Chicago, 
has appointed new distributors in the 
West to handle a complete new line of 
matched and packaged built-in kitchen 
appliances. 

The new distributors are: Allen 
Company, Pasadena, Calif.; Howard 
Palmer Builders Hardware and Spe- 
cialties, San Diego, Calif., and Moun- 
tain State Distributors, Albuquerque, 
New Mexico. 


Challenger Names S.M. 


Marvin Olson has been named Sales 
Manager of the Challenger division 
of Penens Tool Corporation, Schiller 
Park, Illinois. For the last nine years 
Olson has been Field Sales Represen- 
tative for Challenger Tools, and ad- 
vances to his present position from 
the Middle-Western sales region. 
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Boontonware Belle | ONLY 
47-pc. Service fors8 | 29-82 


open stock value 58.15 
Proven Promotion Back Again for June 15 to Sept. 15 Selling 
A repeat of last year’s “Once-Only Purchase” sell-out—a 
45-piece service-for-8. Now bigger, better than ever — a 
47-piece service-for-8 selling for less. Your customers save 
almost half on the most popular of all Boontonware! Don’t 
get caught short! Orders had to be returned unfilled last 
year ... the demand was that great. Order early .. . you 
can only order once! 


Guaranteed Against Breakage 


contonware’ 


finest of all Melamine dinnerware 


BOONTON MOLDING COMPANY, BOONTON, NEW JERSEY 
For Details Circle 23 on INQUIRY CARD 





MAKE MINE 


KLEINS 


Linemen, electricians...men who 
know good tools... are satisfied only 
with the best. When it comes to pliers, 
they know the best is Klein’s—famous 
for quality “since 1857.” 

For your top customers... those 
who appreciate the finest in tools... 
be sure your stock of Klein Pliers is 
adequate. 


100 years of service 
to linemen, electri- 
cians and industry is 
back of this new 
Pocket Tool Guide No. 
100. A copy will be 
sent you upon request, 
without obligation. 


Foreign Distributor 
International Standard Electric Corp. 
New York 


rr KLEIN & cm 


For Details Circle 24 on INQUIRY CARD 
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SCHEDULE OF CONVENTIONS AND SHOWS 


August 10-13 


August 17-20 


August 24-26 


August 31- 


Sept. 4 


Sept. 3-5 


28-Oct. 1 


29-Oct. 3 


PORTLAND GIFT SHOW, Public Auditorium and Plaza 
and Benson Hotels, Portland, Ore. (Kay Leber, WMEA, 
1355 Market St., San Francisco, Calif.) 


SEATTLE GIFT SHOW, Civic Auditorium, Olympic and 
New Washington Hotels, Seattle, Wash. (Kay Leber, 
WMEA, 1355 Market St., San Francisco, Calif.) 


SPOKANE GIFT SHOW, Davenport Hotel, Spokane, 
Wash. (Kay Leber, WMEA, 1355 Market St., San Fran- 
cisco, Calif.) 


ALLIED GIFT & JEWELRY SHOW, Hotel Adolphos, 
Dallas, Texas (Allied Exhibitors, Inc., 3832 Wilshire Blvd, 
Los Angeles, Calif.) 


14th INDEPENDENT HOUSEWARES VARIETY AND 
NOVELTY MERCHANDISE EXHIBIT, Riviera Conven- 
tion Hall, Las Vegas, Nevada (Independent Housewares 
Exhibit, Inc., 8 South Dearborn Street, Chicago 3, IIL, 
Jules Karel, Show Manager). 


MIDWEST HARDWARE & HOUSEWARES SHOW, 
Navy Pier, Chicago, Ill. (Sponsored by State Hardware 
Associations of Illinois, Indiana, Michigan and Wisconsin, 
William B. Moody, manager, 1451 Merchandise Mart, 
Chicago, III.) 


DENVER GIFT & JEWELRY FALL SHOW, Hotel Al- 
bany, Denver, Colo. (Allied Exhibitors, Inc., 3832 Wilshire 
Blvd., Los Angeles, Calif.) 


PHOENIX GIFT & JEWELRY SHOW, Hotel Westward 
Ho, Phoenix, Ariz. (Allied Exhibitors, Inc., 3832 Wilshire 
Blvd., Los Angeles, Calif.) 


NATIONAL BUILDERS’ HARDWARE ASSOCIATION 
EXPOSITION, Hotel Sherman, Chicago, Ill. (W. S. Has- 
well, 515 Madison Ave., New York, N. Y.) 


NATIONAL HARDWARE SHOW at New York Coliseum, 
New York, N. Y. (Frank Yeager, 331 Madison Ave., New 
York, N. Y.) 


PRE-HOLIDAY GIFT, HOUSEWARES & TOY SHOW, 
Merchandise Mart, San Francisco, Calif. (Henry Adams, 
1355 Market St., San Francisco.) 


AMERICAN HARDWARE MFGRS_ ASSOCIATION 
CONVENTION, Convention Hall, Municipal Auditorium, 
Atlantic City, N. J. (A. L. Faubel, 342 Madison Ave., 
New York, N. Y.) 


NATIONAL WHOLESALE HARDWARE ASSOCIATION 
CONVENTION at Atlantic City, N. J. (Thomas A. Fern- 
ley, 1900 Arch St., Philadelphia, Pa.) 


NATIONAL PAINT, VARNISH & LACQUER ASSOCIA- 
TION ANNIVERSARY MEETING, 71st Annual, Shera- 
ton-Park & Shoreham Hotels, Washington, D C. (NPVLA, 
1500 Rhode Island Ave. N.W., Washington, D. C.) 


MONTANA HARDWARE & IMPLEMENT ASSOCIA- 
TION CONVENTION, Northern Hotel, Billings, Montana. 
(N. O. Blevins, executive secretary, P O Box 1152, Helena, 
Montana) 








Packaging, Merchandising Highlight Hardware Show 


The hardware dealer’s sales plans 
for 1959 will be geared to a host of 

| new products, new concepts in moti- 
vation-inspired packaging and mer- 
chandising plans to be unveiled for 
the trade at the 1958 National Hard- 
ware Show and its Lawn and Garden 

| division which includes the Casual 


Furniture and Outdoor Living section, 
according to show officials. 

More than 1000 manufacturers will 
exhibit at the show Sept. 29-Oct. 1, 
in the Coliseum at New York. Buyer 
registration at this year’s show is ex- 
pected to exceed 40,000, show officials 
predicted. 
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Join the more than 40,000 buyers who annually attend the National 
Hardware Show. For here is your complete national showcase for hardware, housewares 
and allied items . . . lawn, garden and outdoor living products. See thousands of 
new items, new packages, new promotions and new ideas for profit shown for the first 
time on more than 300,000 sq. ft. of floor space. 


The National Hardware Show is your once-a-year opportunity to see, feel and compare 
the offerings of over 1,000 leading manufacturers. Don't miss the most complete and 
diversified trade show in America. Fill out and return the registration coupon today. 
Your admission badge, which will admit you without further 
registration, will be mailed to you. 


NATIONAL HARDWARE SHOW 


please fill out coupon and mail 5 | 


NATIONAL 
HARDWARE SHOW 


Executive Offices: 331 Madison Avenue I 
New York 17, N.Y. @ MUrray Hill 2-4802 


Suite 1103, 331 Madison Ave., New York 17, N.Y. 
Please check below if you wish us to make hotel reservations for you. 


(Please Print) 

NAME TITLE 
FIRM 
STREET 
CITY 


TYPE OF BUSINESS 











STATE 








Please check below the classification of your business. 
[] Wholesaler C) Retailer (_} Dept. & Chain Store Buyer 
(CJ Importer-Exporter (-] Mfgrs! Agent [) Manufacturer [(] Other 
() Please send us your hotel reservation blank. 
Minors under 18 yrs. of age will not be admitted under any circumstances. 
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Suggested 
Retail 
$2.49 


INDOOR-OUTDOOR HOME BELL 
Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 





Suggested 
Retail 
$4.95 


ARBECUE BELL 
Good luck horseshoe bracket, polished 
aluminum bell with a clear, lasting tone. 


Suggested 
Retail 
$7.49 


PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 
-..@ big seller everywhere, anytime. 


* Complete Line 
* High Profit 
* Big Volume 


Display packaged, full price range, 
on all year ‘round sellers. Perfect for 
@ hundred uses at home or away 
++.@ big gift item. 


Send for the Bevin Catalog 





EVIN BROS. 
MFG. COMPANY 
East Hampton, Conn. 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 
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J. E. Collins 
Gets New 
Associate 


Jack 
Casey 


yo Bs 


SAN FRANCISCO — Jack Casey 
has become an associate of J. E. Col- 
lins Co., manufacturers’ representa- 
tive firm at 1485 Bayshore here. 
Casey was formerly a member of 
the Eric F. Chemnitz Co., manufac- 
turers’ representative in Emeryville, 
Calif., and previously a representative 
of Ekeo Products Company. 

The firm represents manufacturers 
of lines sold to the hardware, house- 
wares and electrical trade in Northern 
California. 


Buying Survey Shows 
Home-Towners Buy at Home 


BUHL, Ida.—Hometown hardware 
and building supply merchants get 
the large percentage of business from 
hometown folks—at least in this 
town. 

Curious about the out-of-town buy- 
ing habits of Buhl citizens, the local 
Chamber of Commerce recently spon- 
sored a survey to get the facts. 

Some 2300 questionnaires were 
mailed to home town residents quizz- 
ing them on buying habits—more 
than 700 filled out and returned the 
questionnaires. 

According to official figures re- 
leased by the Chamber, 645 residents 
answered questions regarding their 
buying habits pertaining to hardware 
and building supplies. Of this total, 
314 said they always purchased hard- 
ware material from a home hardware 
store; 73 admitted they “sometimes” 
went out of town for merchandise, 
and 58 said they always bought from 
out-of-town hardware and _ building 
supply firms. 

Of the latter, some said _ they 
thought they found “more competitive 
prices out of town,” others said local 
clerks “were discourteous.” 

However, the percentage trading 
with hametown hardware merchants 
was much higher for hardware stores 
than for other retail outlets. For ex- 
ample, 503 out of 612 said they 
bought their clothing from an out-of- 
town store. 


Oregonian Sales Victor 


PORTLAND, Ore.—Fred Kent, 
Master Manufacturing Company rep- 
resentative here, won first prize in 
the company’s Magnetic-Foam Broom 
Golf Tournament national sales con- 
test. 

The contest was designed to create 
added emphasis to a_ promotional 
package built around the Magnetic 
Foam Broom. 





NEWS 


Reflector 
Opens Western 
Subsidiary 

and Names 
Manager 


Roland 
Lipton 


LOS ANGELES Roland Lipton 
has been appointed to manage the 
Reflector Hardware Corporation of 
California at 851 S. Los Angeles St. 
here, a subsidiary of Reflector Hard- 
ware Corporation, Melrose, Ill. 

Their line of store fixtures and dis- 
play equipment will be shown in their 
new showroom. Lipton will assist re- 
tailers with merchandising problems 
as well as to help in the selection of 
fixtures. 


Remington Hardware Names 
Western Reps. 

DENVER—S & R Associates, 1674 
S. Winona Court, here have been ap 
pointed as representative for the 
Remington Hardware Company, Inc., 
manufacturers of aluminum mail 
boxes, cast aluminum weather vanes, 
house and lawn markers, and “Pre 
Vu” door viewers. They will cover 
the states of Montana, Idaho, Colo- 
rado, Wyoming, New Mexico and 
Utah. 

SEASIDE, Ore.—William O. Sher 
man, 931 10th Avenue, here, will rep 
resent Remington Hardware Com- 
pany, Inc. for the states of Oregon 
and Washington. 


Hardware-Gas Tie-in 
RICHFIELD, Utah — Christensen’s 


Hardware store here reported good 
results from a novel tie-in with a 
local gas station. 

During a special gasoline day pro- 
motion, the hardware store offered 
customers a free coupon redeemable 
for one gallon of gas at the local 
station with every $10 purchase. 


Regina Appointment 


Frank T. Buoni has been appointed 
assistant sales manager of The Re- 
gina Corporation, Rahway, N. J. Bu- 
oni assumes his new duties with a 
background of 13 years experience 
with Regina in the manufacturing 
and sales departments. He started 
with the company in 1945. 


New Borden V.P. 


Eugene J. Sullivan, who started as 
a glue salesman 12 years ago, be- 
came executive vice president of the 
Borden Chemical Company July 1. 
Sullivan, vice president in charge of 
sales since Jan. 1, 1957, succeeds H. 
H. Clarke, Jr. 
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NEW PRODUCTS 


VEGETABLE BIN made of polyeth- 
ylene is unbreakable, won't rust, cor- 
rode or chip. Lightweight and easy to 
handle, it weighs 23 ounces and has 
capacity for 16 pounds. — Republic 
Molding Corporation 

For Details Circle 159 on INQUIRY CARD 


REMOTE CONTROL TV antenna is a 
complete unit in itself that can be 
hung on a wall or placed anywhere. 
Four conductor cable brings in signal 
to receiver. Lists for $4.95.—The Ra- 
dion Cerporation 

For Details Circle 160 on INQUIRY CARD 
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ACCOLOY BODY CHAIN repair link 
has tubular spacer that acts as a stud 
and the drive secures the assembly. 
Ideal for fast, safe and efficient chain 
hook-ups.—American Chain & Cable 
Company, Inc. 

For Details Circle 161 on INQUIRY CARD 
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R. K. DAVIS 


BOISE—R. K. Davis, president of 
the Davis Supply Company, Inc., here, 
died May 9th at the age of 94. Davis 
fell and broke his hip in January 1957 
and had been confined to his home 
since that time. Prior to his injury 
he had been active in his business and 
with other interests in Boise. 

Davis was born in Jacksonville, 
Oregon, on June 26, 1863, and was 
taken by his family to the Boise 
Basin country near Boise City in 
Idaho in 1864. He had been identified 
with the mercantile and hardware 
business all of his adult life. In 1902 
he moved to Boise from Idaho City 
and with his brother the late Sam T. 
Davis organized the Idaho Hardware 
& Plumbing Company. 

In 1944, Davis sold his interest in 
that company to the members of the 
Sam T. Davis family, and shortly 
thereafter organized with others the 
Davis Supply Company. He was ac- 
tive in civic affairs for many years 
and was one of the original organ- 
izers of the Intermountain Hardware 
& Implement Dealers Association. 

Survivors in addition to Mrs. Davis 
are two daughters, Mrs. M. A. 
Thometz of Boise and Mrs. D. S. 
Fletcher of Los Angeles; by five 
grandchildren and six great grand- 
children, 


CHARLES WARDROP 


SALT LAKE CITY, Utah—Charles 
Wardrop, 62, manager of the ma- 
chinery and machine tools department 
of the Salt Lake Hardware Co., died 
here July 9 after a long illness. He 
had been manager of the department 
for 19 years and was well known 
among hardware circles in the Inter- 
mountain area. Wardrop was born in 
Adrian, Pa., and began his career 
with Salt Lake Hardware Co. in 1919 
as a salesman. 





NOW! Miter mishaps 
gone for good! 





Precision 
Trimming Guaranteed 


with the amazing new 


DOSCH 


Custom Cutter 


Ragged, uneven, wasteful cut- 
ting jobs? Impossible! You 
always trim fast, sure, and 
razor-clean when you use the 
compact, portable DOSCH 
CUSTOM CUTTER. Oak? Pine? 
The durable tool-steel blades 
shear all woods easily. A ngles? 
Anything from 40° through 90' 

Compare this with limited miter 
boxes! Versatility? Just look! 
All the fundamental cuts fram- 
ing this advertisement—square 
cuts, miters, undercuts, cham 

fers, bevels, and rounds—are 
yours in seconds. Sanding or 
putty? Forget it! You automat- 
ically get a finish far smoother 
than the finest saw cut and 
a perfect miter, too. Conclusion? 
Here is a basic tool that belongs 
on every workbench. To save 
time, wood, and money on cut- 
ting jobs, send for your guaran- 
teed DOSCH CUSTOM CUTTER 
—right away! 





DEALER INQUIRIES INVITED! 


iDOSCH 
myo mg yey 


Since 1900 
Leader in Quality Woodcutting Machines 


——- oo - 5 


MAIL THIS COUPON TODAY! 
Dosch Manufacturing Co. 
Thornton, Delaware County, Pa 


Please send me: 





() FREE information about the 

amazing new DOSCH CUSTOM CUTTER 

()] My guaranteed DOSCH CUSTOM CUTTER, 
$74.50, C.O.D. plus shipping charges 

C) My guaranteed DOSCH CUSTOM CUTTER, 
F.O.B. factory, thus avoiding C.O.D. charges. I 
enclose check or money order for $74.50 


Name 





Address 





County 


or Zone. 





agi 
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D & M Sports Equipment 


AN 

















- VAI 
for something extra 


in Sportswear Sales 


. <a 




















Everything you 


® 1367 FISHING VEST 


wm \ 
c to WI n #1766 SHOOTER'S SWEATER 
nee eee 
the selli m 
e se ing ga e *& 740 FISHING CAP 
Why “roll-your-own” trying to assemble a complete line of r ' » 
sports equipment that will sell? Eliminate brand confusion, : © We 
inventory probems and duplication with the fast selling Draper- | #1569 Fisnine cree 
Maynard high-quality line. 
%& A complete line of sports equipment 

High-quality insures repeat sales 

Nationally famous brand name 

All price ranges 

Approved Youth League equipment eo a #1659 HUNTING COAT 

MacGregor golf balls and tennis equipment % Cary o ay 

Complete catalog presentation of line | } 

Quick delivery from wholesaler 


Faster turnover — higher profits 
& 774 JONES STYLE CAP #1268 FISHING JACKET 





Like to have the full story? Write today for complete informa- | 
tion, catalogs and name of your nearest Draper-Maynard Write for 
wholesaler. 


DRAPER-MAYNARD THE AMERICAN PAD & TEXTILE CO. 
Sports Equipment SPORTSWEAR DIVISION 


4861 Spring Grove Ave. + Cincinnati 32, Ohio GREENFIELD, OHIO 


free literature 
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SPORTS PROMOTION of the MONTH 


(Scheduled on our calendar, 
page 39, for August 30-Sept. 26) 


Good Hunting 
Starts Here 


OBJECTIVE—Making your customers aware 
that good hunting is in large part dependent 
upon proper equipment and that pre-hunting 
plans should start in your sporting goods de- 
partment is the objective of this campaign. In- 
clude in your window if possible merchandise 
such as rifles and shotguns, ammunition, hunt- 
ing jackets and hats, cooking stoves, knives, 
sleeping bags, flashlights, decoys, bow and ar- 
rows, and a tent if space permits. 


WINDOW—An economical and speedily as- 
sembled display can be achieved by erecting a 
wooden frame as shown with real or simulated 
foliage in the background. An eye-catching ar- 
rangement would be to paint the frame white 
and fix a red sign with black or white lettering 
carrying your theme, “Good Hunting Starts 
Here” in the rectangular area provided. Screw 
hooks into upright posts to support the guns you 
display. If you display decoys place them on a 
round mirror for effect. 


ADVERTISING—Every hunter wants to be 
successful and in your newspaper or radio adver- 
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tising play up the idea that your customer’s 
chances of success will be assured with the 
proper equipment he will find in your store. Fea- 
ture several new items you have for sale and ex- 
pound their advantages over “obsolete” equip- 
ment. Check with your fish and game depart- 
ment for giveaway literature which covers sea- 
son, limits, regulations, etc., and offer them free 
to everyone who comes into your store. 
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Use Inquiry Postcard for Further Information About SPORTS NEW PRODUCTS 





BOAT AND DOCK BUMPER made 
of vinyl does not mark boats and is 
long wearing. Available in white in 
14,” and 2'%” widths and in black in 
2%” width only. In 50, 100 and 250 
ft. lengths.—Columbian Rope Co. 

For Details Circle 256 on INQUIRY CARD 


CONVERT POCKET KNIVES into 
outdoor - hunting type knives with 
these natural leather belt sheaths. A 
sportsman can easily put the leather 
sheath on his belt.—Robeson Cutlery 
Co., Inc. 

For Details Circle 257 on INQUIRY CARD 


“MAGIC,” 3-way 7-shot clip maga- 
zine loads short, long or long rifle 
cartridges and adjusts instantly to 
the particular length of cartridge 
the shooter wishes to use.—O. F. 
Mossberg & Sons, Inc. 

For Details Circle 258 on INQUIRY CARD 
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NAVIGATION AND WEATHER in- 
struments aid small boatmen. Record- 
ing barometer (left) helps foretell 
weather before beginning a cruise. 
Compass (right) is for plotting a 
course. — Taylor Instrument Com- 
panies. 

For Details Circle 259 on INQUIRY CARD 


“TANGLEFREE” LEADER packet 
(above) keeps leaders handy and free 
from tangles. “‘Sink-R-Float” (below) 
is dual purpose float that also serves 
as a transparent sinker, Non-break- 
able.—Carl W. Newell Mfg. 

For Details Circle 260 on INQUIRY CARD 


CANVAS CREELS carry consider- 
able tackle as well as fish and has 
automatic snap-open snap-closed top. 
Features three snap pockets. Creel 
will hold 30 pounds of tackle and/or 
fish.—Commerce Pacific Inc. 

For Details Circle 261 on INQUIRY CARD 


NO MORE INTERIOR POLES when 
you set up this “Batwing” design tent 
which gives you more room per dollar 
of cost. An 11’ x 11’ Hy-Par tent will 
sleep five. — Hoosier Tarpaulin & 
Canvas Goods Company 

For Details Circle 262 on INQUIRY CARD 


AMMUNITION - MAKING KIT in- 
cludes everything necessary for re- 
loading shells and casting bullets. 
Simple enough to be used by the 
rankest beginner. Illustrated manual 
is included.—Lyman Gun Sight Corp. 
For Details Circle 263 on INQUIRY CARD 


WEATHER 


and full freedom of action is incor- 


FOUL PROTECTION 
porated in this % length parka 
jacket. Made of fine count sheeting 
with soft rubber surface.—Hodgman 
Rubber Company 

For Details Circle 264 on INQUIRY CARD 
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SPORTS NEW PRODUCTS 





“HI THUM” spin cast reel has a 
“natural thumbing” feature making 
it easy to cast with. Easy casting 
results from action of line threading 
off spool in one continuous loop. — 
Horrocks-Ibbotson Co. 

For Details Circle 265 on INQUIRY CARD 


HEAVY GAGE PLASTIC football 
helmet has six-piece web crown sus- 
pension with continuous covered 
“cushionlite” padding at forehead.— 
The Draper-Maynard Co. 

For Details Circle 266 on INQUIRY CARD 


HIGH STYLE BOWLING BAG 
comes in 10 numbers in a choice of 
over 45 material and color combina- 
tions. Bag has spring steel frame con- 
struction to maintain shape and eye 
appeal.—Waltco Products 

For Details Circle 267 on INQUIRY CARD 
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“DOUBLE GUN” in 12, 16 and 20 
gage has a 28” barrel with left bar- 
rel full choke, right modified and a 
matted top rib. Action is double trig- 
ger. hammerless’§ and automatic 
safety.—Noble Mfg. Co., Ine. 
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GOODBYE MILDEW AND DRY 
ROT from stagnant air trapped under 
boat covers with Fab-Vent, a plastic 
ventilator bolted or sewed on boat 
covers.—Hoosier Tarpaulin & Canvas 
Goods Company 
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SAFETY SNAPS for sportsman who 
uses small size snaps in his rig. Round 
loop allows full action of lure provid- 
ing a life-like wobble, and prevents 
binding. Rust resistant.—Art Wire 
and Stamping Company 

For Details Circle 270 on INQUIRY CARD 


REALISTIC ? 
You'd swear they 
just flew in ! 


- Deco 


have everything your 
customers want... 
QUALITY ... victor Decoys have that 


quality look that tells your customers at a 
glance that here is the finest made. True-to- 
life design; the finest materials; expert 
craftsmanship and finish . . . all of these and 
more combine to make Victor Decoys the 
finest you can offer to your customers. 


NEW DESIGNS ... Victor Decoys 


now offer you a new, more true-to-life look. 
Decoys ore wider across the back, sit lower 
in the water, giving a more lifelike appear- 
ance to high-flying game. Adjustable, all- 
position heads on many models and 
authentic, non-glare finish afford even 
greater realism. 


COMPLETE LINE... when you sell 


the Victor Decoy line, you sell the most 
complete line in the world. Victor Decoys 
are available in molded fiber, Tenite plastic, 
vinyl plastic, and wood; in the widest range 
of species; and in a range of prices to suit 


the needs and pocketbook of every customer. 


No. D-3 
Victor 
Magnum 








Built of light, tough molded fiber; finished in natural colors. 
Glass eyes. Mallard has head and wings painted with iri- 


descent paint for added realism and attraction. 9 species. 


Victor 
Majestic 
Standard 


Life-size, Tenite plastic decoy; internally balanced. 
Weater-proofed and finished in realistic colors. Adjustable, 
all-position head with molded eyes. Seven species. 


y 
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No. D-16 
Victor 
Real Tuff 
Oversize 


A new, lifelike, durable decoy molded from tough vinyl 
plastic which resists damage from dropping or crushing. 
New valve regulates internal air pressure. Five species. 


Your wholesaler has the new, 1958 full-color 
Victor decoy catalog. Write for it. Stock the 
complete line — order from your wholesaler. 
ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. © Pascagoula, Miss. 
Niagera Falls, Canada 
For Details Circle 29 on INQUIRY CARD 


61 








INDEX TO ADVERTISERS 





(This Index is published as a convenience and not as a part of the edvertising contrect. Every 
care Is taken to index correctly and no allowance will be made for errors or failure to insert) 
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Ws = Note: Figures in parentheses () refer 


oe. i shalltown Trowel Co. 
Aten tein aiies to Inquiry Card Number which can be Marshalltown Trowel Co 


card contains complete — j circled on inquiry card on page 48 Robert E. Miller & Co., Inc. 

if- ] = i i Co. Third Cove 
home assortment of five dif when desiring further information Mirro Aluminum Co nit ver 
ferent wedges in plastic bag. Molly Corporation ...... 63 
' about advertisement. 





Moore Push Pin Co. A 48 
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American Chain & Cable Co., American 
Chain Div. 38 National Hardware Show, Inc. 


American Pad & Textile Co. . ; es National Screw & Manufacturing Co 
Animal Trap Co. of America : Nicholson File Company . 
Arvey Corp., R-V Lite Div. . 


0 


Ox Fibre Brush Company, Inc. (7 


Bennett-Ireland, Inc. ) 


Bevin Bros. Mfg. Co. (John H. Graham 


Bommer Spring Hinge Co. 
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Peters Cartridge Co. .... 


A real help 
for salespeople Campbell-Chain Co. (11) ... oat 


Clarke Sanding Machine Co. ..... . 
Cleveland Mills Co. (1) ....Front Cover Red Devil Tools .. 


CHINA Crescent Tool Co. ; a 
and ‘ 
GLASS | — ; 
Diamond Tool & Horseshoe Co. (2) Mratafo Products, Ene. 


Second Cover 
By H. 9. Wilson 


Dosch Manufacturing Co. +" : 0. 
Draper Maynard Co. ...... . 5&8 
This 56-page booklet reveals 
sales and merchandising ideas —_—— oe oe 

for all types of dinnerware, as 

glassware and table acces- The Grabler Manufacturing Co. (12) 

sories. It also gives the his- u 

torical background, manufac- United States Steel Products, Div. of 


turing methods and window - United States Steel 
Hillerich & Bradsby Co. 


and in-store display ideas. 
. Holt Manufacturing Co. 
Get this excellent sales aid, 
today. Send 25 cents for each 
booklet to... 


Val-A Company 


Mathias Klein & Sons 


HARDWARE WORLD 
SERVICE BUREAU 


1355 Market Street 
San Francisco 3, Calif. 


Warp Bros. (39) 
Lewis Bolt & Nut Co. ....... a Wilshire Manufacturing Co. 
Listo Pencil] Corp. .............. poke > ae G. F. Wright Steel & Wire Co. 
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BOMMER 


Floor Hinges with Light Springs 
for Full-Length Louver Doors 


1 


Double - acting, full - length 
louver doors, either a pair 
In an opening or one in an 
opening, are being used in 
greatly increasing quantities. 
They are light and have little 
air resistance. 


MARKING PENCIL 


Sell the Correct Hinge for 
These Doors! 

Listo makes a 
Stock BOMMER | clear, bold mark 
#4200 x light spring on everything 
#15 x light spring you sell or service 
..- even glass, 
plastic, 
cellophane. 
Refills in black, 
red, blue, 
BOMNMER green, yellow, 


SPRING HINGE CO INC white. 
EXECUTIVE OFFICE AND PLANT (ANDaUM 5 C 





Sales Offices and Warehouses: 263 Steen Ave., Brooklyn, N. Y. Ask your wholesaler or write 
180 N. Wacker Drive, Chicago, Ill. 











LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 
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NOW Same high quality patching cement in o 
in a new lientte squeeze bottle re plastic ce rng — — = 
inates messy paddles, brushes, and waste. 
TEHR-GREEZE white fabric cement Easy to apply . . . Tehr-Greeze patches 
and repairs any material it can fene- 
: trate. Thousands of uses. Sold by leading 
jobbers and dealers everywhere. Comes 
in 2 oz. and 6 oz. plastic bottles. Also 
packed from 2 oz. to | gallon in glass. 

Write for prices and literature. 


——- AL-A COMPANY ”-. Root St.. Chicago 9, Mlinois 
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POSITION WANTED 


Experienced and capable hardware, 
paint man desires position in small 
city or town in California. Capable 
of management. Excellent character 
and references. Address Box A-919, 
care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 





Animal Trap New Plant 


The establishment of a new plant, 
Worth Fibre Company, Fenton, Mich., 
as a division of their Old Pal, Inc., 
subsidiary, has been announced by 
Animal Trap Company of America, 
Lititz, Pa. 

The new plant will manufacture the 
full line of “Old Pal” molded . pulp 
fishing equipment including minnow 
buckets, air feeder liners, bait boxes 
and worm containers. 


New Langley Policy 


SAN DIEGO, Calif.—The Langley 
Corporation here announced it is no 
longer combining distribution facili- 
ties with Sila-Flex, Costa Mesa, Calif. 
Under the new arrangement, Lee J. 
Harter, representing both companies 
as general sales manager, “will con- 
centrate his efforts on Sila-Flex rods 
and various other products manufac- 
tured by the glass fabricating firm. 


Remington Hardware S.M. 


Ben P. Herman has been named 
sales manager of Remington Hard- 
ware Company, Inc., New York City. 
He will coordinate sales for all divi- 
sions. Herman previously served as 
advertising and sales promotion man- 
ager for Penn-Akron Corporation. 








Announcements in this section are inserted at the vate of ten 
cents per word, including address or box number, with a minimam 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 





ITIES 


MANUFACTURING CO., BAR- 
B-Q SUPP. CEN. E. OKLA. Mfg. 
charcoal. Sells 6 wstrn. st. Bus. 
pays 23% prof. XInt. oppty. Ask 
$91,000. Write B-9783 





OUTSTANDING 
Italian Terrazzo laying. East Cent. 
Fla. Gr. $600,000. XInt. prof. R/E 


included. For complete details 
write to B10249 


WHOLESL HARDWARE. S.W. 
Ohio. Gr. $185,000 steadily inersng. 
Est. 4 yrs. Ask $90,000 incl. inv. 
Write for detail. B62545 


BUSINESS MART OF AMERICA, 
5823 Melrose Ave., L. A. 38, Cali- 
fornia 











REMODELING ??? 
NEW STORE ??? 


HANDY 
GRAPH SHEET 


Ample space is available on this large 
graph sheet to lay-out departments, 
fixtures, gondolas, etc., for a store up 
to 100x150 feet. Scale is 4” to 1’. 
Save costly errors—send for this 
GRAPH SHEET—Only 50¢ from 
HARDWARE WORLD, 1355 Market 
Street, San Francisco 3. 





Where's The Number? 
Due to mechanical limitations the 
INQUIRY NUMBER is sometimes 
omitted at the bottom of an ad. To 
find the inquiry number check the 
INDEX TO ADVERTISERS on 
Page 62 of this issue. 


CIRCLE THE NUMBER 
WE DO THE REST 














CORRECTION 


wee 
Fat iv® 








FILE SET KIT and rubber grip screw 
drivers reported in the June issue 
omitted a description of the latter 
which are individually carded, pre- 
priced and displayed on a_ two-tier 
metal rack which hanges on wall or 
Peg-Board, swivels over shelves, or 
stands on counter. Unbreakable han- 
dles are coated with Neoprene for ex- 
tra turning power. File set includes 
three files made of high carbon steel 
packaged in plastic kit. 
For Details Circle 162 on INQUIRY CARD 





Genuine 
Original 


DOMES 


Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


Contains | doz. cards of either %", %"' or 1 DOMES. DOMES hove 
oeae point nail. Case hardened steel, burnished nickel plated mirror 
nish. 


Both Container and Cards in 3 COLORS 


SILENCE | 
er 


One Set of 4 
on @ 3-Color Card 
6 SIZES: 4%", %", I", 
tae", Me™, Mm". 

Ask your Jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 











For Details Circle 37 on INQUIRY CARD 


HARDWARE WORLD 





FRofjt fpumcthis proved Righ-volume 
MIRRO PROMOTION! 


NATIONALLY ADVERTISED VALUES UP TO $1.25! 


SQUARE 

CAKE PAN 

5666M —8x8x2”’ 
SEAMLESS 
MUFFIN PAN 
162M—12-cup 


CAKE AND = 4 4 
BREAD AND 
BISCUIT PAN BREAD AN 


ni vs 0 
5482M—11x7xl% 5030AM—9% x 
54% x2K%"’ 


“EVEN 2 : A sensational success before, this 
STEVEN” LOAF AND = proved profit-producer is now being 
Bd FE soe gg backed by full-color national 
a etl advertising of all eight items, in 

LADIES’ HOME JOURNAL and 

BETTER HOMES AND GARDENS, featuring 

regular retail prices! Your local advertising and 

store display, featuring the 88¢ promotional special, 

will show your customers, in seconds, the real, 

money-saving values you’re offering. 


PIZZA PAN a Enjoy the sales-building, traffic-building impact 


see PAN _ of this action-packed promotion, by stocking, 
ae oe advertising, and displaying all eight items, NOW! 
utter Dar 
GET SET FOR SNOW! @ : 
See your EX’ F > Newspaper Mat and : print eating: 
Ae. sy > MIRRO 


Jobber for your ° Colorful Display Banner 


a eae > AVAILABLE FOR Your Use! :  YVOSBBER, 
and pushers. , : . TODAY! 


Edinaie FINEST ACUMINUM. 


For Details Circle 38 on INQUIRY CARD 








WARP'’S 
DISPLAY = 
RACK 


PLASTIC _ 


WINDOW MATERIAL 



























\ youn Ge le, ‘, 
@)-GL ww > os ‘ = ome 
j ()-NET, \ : Warps 
\Fa ‘are at ARS ie isep oe ga rutige 
Ww 
29, 36°, ea Ye 2 a DUR.O-PaNes ‘§ RIM Gites i 




























. oy 36” & | 

y widihs 36” wide Ea - 7 - i 5. 54" § Mesh tt : a" Only 36” wide 31: 48” widths ™ Ww 
he Best and ae 4 : ; we” Lin * Wide 
dhe Se | Clear Plastic Over eau with pt | 28", 36" wig 36¢: - _— DS lear Plastic ews sei ae 
Guaranteed 2¥enmh Vamos Green + 18 withs ER | 28". 36" 36" Wide Mine aca Wie mami es H] 5, 10 & 20 Gauges 
ao Ve aia Plastic Over clea astic 0 48" widths  ) Clear Plastic Over > ands, 
ALL NATIONALLY ADVERTISED rim | 4° Mesh , 14 Mesh Clear Plastic Over = 4 Mesh White K Other Warp Window Materials a 
Retail Prices Subject to Change s 16 wanized Wig Galvan Wire {52 4,8 and 14Mesh | pip Cords 2: VINYL-PANE & WINDOW-FABR 
" re a. Oa i Galvanized Wire : Ji 


America’s 
Fastest Sellin 
Storm Window Kit 


ay) b PACKAGED STORM COVERS 


COMPLETE KITS FOR DOORS AND WINDOWS 


Silty Fane | o€-ON : 


ORM 
READY TO TAPE ON a SrORm | rave 
36” x 72” Plastic Two Full Size Storm Windows —E. } 


1. 36” x 84” weather- 
Sheet in Each Kit proof kraft with 


— — = crystal Clea 4 3 
18’ Fibre Molding a ves Plastic Sheet 12” x 12” clear 


Package of owe and 200” plastic window 


z€ » ) 79" ocr Special %4" - 2. 21’ Fibre molding 
window sachs ( é Sheets Plastic—72” x 3 Nias Tape 3 Package of Nails 
in each colorful box 36 Feet Fibre Molding ail 


4 
4 . Double Face T 
36 in a Dispensing 2 Packages of Nails Packed 12 to Attractive z Packed 
} J . , reac e Packed 6 in attractive 
Display Carton Packaged in Snappy 3 Color Plastic Envelope Counter Merchandiser ae ead ‘ ened ctive cou 


Display Bc 
50% 


MARK-UP 


Picture Window | 


The Orig; 
Polyern eral 
mating 


WRAP 
GARDEN MULCH 


RIBBED MATTING AND FLOOR RUNNER 


PLAST: O-Mat “" 


Handy 
Cut Lengths 
1 doz. rolls 
60” x 30” 
Packed in 
colorful 
Bulk Rolls Self-Service w- 
, , Display f 
7 50’ & 100’ Cartons i tt 
Lengths 


NO po MOEe 


Vinyi-Mat’ | Easy Grow 


! 

1 

1 

1 20 ft. x 36 inches 

! Sheet New type of transpare 

| ae - Plastic plastic wrap—preserv: 

! Se Wise —. ~aaa food, protects househo 

3 ) 95, & 50 Ft. Rolls Resistant ; . Individually packaged articles from harmful dus 

Red, Green, =~. “ p Black Pa | y Contains all materials neces- dirt and moisture 

. Beige, Grey, on anv Polyethylene aed 0 sary for a complete family size ry in a 12° - 
ey ong in NsSin 

Tough, Clear, Extra Heavy Black Packed Doz. in Counter Display. ice skating rink tainer Packed | rm to displ 

carton 






FAST 
TURNOVER 





Complete 


Range 

of Practical FULL 
Gauges “THE BEST THAT MONEY CAN BUY" - FOR FARM, HOME & INDUSTRY PROFIT 
& Widths 


LL ene : She, . Pre-Cut Round 
Cov ERA CoveRALt DROP CLOTH Sirace Coven 


COVE R S =z 4 Gauge Heavy Duty 


MOISTURE-PROOF 


Ser CLEAR 





Black Coverall 











@ Individually boxed 
¢ 5 HANDY ‘a7 J and packed 3 to a 
SUN-RESISTANT SIZES : Pt ee ‘ $— shipper 
Sq. FA. B LAC 4 available in ae - 5 Sizes ms : . 
" ® 6 mil black ee 
' ; VE Wia 12 tele); ti 
ae Name Coverall is not pener Individually boxed 9 x 12’ aa clear COVERALL . ry 
Warp's Folded Down on and packed 3 toa ; 
COVERALL Rolls for Easier ACID-PROOF shipper Individually boxed 
; STAYS FLEXIBLE AT 60 
on the edge Selling & Handling ann Soke Packed Doz. to Display Carton. 





If Material Will Be Exposed to Sunlight For Any Length of Time, Use BLACK COVERALL. 


Carried by Reliable Jobbers Everywhere 





